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Reputation 


One advantage of representing a 
company that has already made a 
reputation in other agencies is that 
the company must maintain in your 
agency, the same reputation it has 
established in the others. 


That's worth reading again! 


A company of established reputa- 
tion in thousands of agencies would 
hardly let down in just one agency. 
It couldn’t afford it. The Interna- 
tional Life wouldn’t do it. 


Years of thoughtful and painstak- 
ing effort have been expended by 
the official family of the Interna- 
tional to build up a reputation for 
honest and eminently fair dealing. 
Agents who have been with the 
company for years will testify to 
that. To interrupt this established 
custom in but one agency would 
destroy the results of years of 


painstaking effort. 


INTERNATIONAL LIFE of ST. LOUIS 


The Company of Today with the Methods of Tomorrow 


MASSEY WILSON 


President 


J. L. BABLER 
Vice-Pres. & Gen. Mer. of Agencies 
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POLICY CONTRACTS. 


Policyholders of the Merchants Life have the advantage of the protection and guarantee that the 
Deposit Law of Iowa affords 
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wenty-Seventh Year No. 2 


HYDE REGRETS YOUNG’S 
PUBLICITY TO MERGER 





Says Commonwealth and Standard 
Entirely Solvent— Fears Ne- 
braska Statement Harmful 


HITFIELD GIVES VIEWS 


eneral Counsel for Company Explains 
Salary and Illegal Commission 
Questions 





ST. LOUIS, MO., Jan. 9.—Superin- 
tendent Ben C. Hyde of Missouri has 
issued a formal statement in which he 
expresses deep regret that the Nebraska 
department had given undue publicity 
to the examinations of the Standard 
Life of St. Louis and the Common- 
wealth Life of Omaha, Neb. Hyde 
points out that in view of the fact that 
the consolidation of the two companies 
is contemplated the insurance depart- 
ments of the various states, Nebraska, 
Missouri, Illinois and Iowa, had made 
the examination as a matter of course. 

Hyde's Statement 


_ His statement follows: “The Missouri 
department regrets the publicity given 
to the reports of the examinations of 
the Commonwea!th Life of Omaha 
Neb., and the Standard Life, in both of 
which its examiners participated. 
‘While the examinations disclosed 
several matters which, in the opinion 
ot the departments participating, were 
subject to criticism, the reports ‘of the 
examiners after striking out ail doubt- 
ful items showed the companies to be 
entirely solvent; that all proper reserves 
are being maintained, and that the pol- 
icyholders of said companies are amply 
protected. ; 
‘This department concurred in the 
objections raised by the examiners, but 
believing the general publicity given to 
ous matter might be misconstrued and 
Prove harmful to the policyholders and 
the best interests of the companies, has 
considered it advisable to make the 
above statement,” 
John M, Atkinson, 
director of the Standard Life, expressed 
surprise that the Nebraska commis- 
~_w before. retiring from office Dec. 
Aaya _ fit to oppose the consolida- 
aed ok companies in a report 
ebeate e attorney general of 
ae sal that the Standard Life had 
asked for a final approval of the 
epnsolidation plans, as it was known 
ee Nebraska commissioner was 
: - € to the St. Louis company. Mr. 
om ‘nson stated that in due course of 
€ a formal application for final ap- 
Proval would be submitted to the Ne- 
braska authorities ; 


counsel and a 


SUPERINTENDENT HOUSTON’S VIEWS 
_ SPRINGFIELD, ILL., Jan. 10.— 


Superintendent T. J. Houston of IIli- 
ois has made the following statement 





TO HAVE NEW BUILDING 





KANSAS CITY LIFE BUYS SITE 





Beautiful Colonial Structure to Be 
Erected on Five-Acre Tract in 
Residential Section 





KANSAS CITY, MO., Jan. 9—A 
home, a real “home,” for the Kansas 
City Life, is to be erected shortly, in a 
high class residence district of Kansas 
City. 

The board of directors approved, at 
its meeting yesterday, the purchase of 
the site, a tract of five acres, which now 
bears a large residence; and authorized 
the executive committee to proceed 
with the preliminaries for the construc- 
tion of the building. Architects will be 
engaged at once; and construction will 
probably start shortly after the com- 
pany secures possession of the tract, 
July 1, this year. 

Buys Large Tract 


This project of the Kansas City Life 
is intended primarily to provide ideal 
light and ventilation conditions for those 
who use the building. It also removes 
the offices from the congested district, 
and the fire hazards as well as other 
disadvantages. Better working condi- 
tions all around can be provided in such 
a location, with the sort of building that 
is in mind. And it will be a building ex- 
clusvely for the use of this company. 

An incidental result of the erection of 
this home, of the type planned, will be 
the enhancement of the company’s 
prestige as a Kansas City institution. 

The site is one of the most attractive 
in the entire city—and the whole city 
knows it as the “Jones home tract.” It 
is located on Broadway, the wide boule- 
vard traversed by a majority of motor- 
ists who live in the country club resi- 
dence district, the newest residence dis- 
trict where the finest homes are being 
erected. Eastward across Broadway, 
and on Broadway, are high class apart- 
ment hotels; and the site adjoins one of 
the older exclusive residence districts 
where restrictions are permanent, and 
where expensive homes are being 
erected this year. The site is a few 
blocks from Penn Valley Park, a large 
public park almost adjacent to the 
Union Station. And the new home will 
be about a mile from the Union Station. 


Plan Fine Building 


The district is not a business district, 
though there are a few high type stores 
on Broadway. 

The building to be erected will prob- 
ably be of stone, and colonial type. It 
will be three stories and basement, each 
floor having about 20,000 square feet. 
The building will be set back about 140 
feet from the street, and the tract will 
be well landscaped. 

“This building will be a home,” said 
J. B. Reynolds, president of the com- 
pany. “We shall build for ten years’ 
growth, on the basis of our estimated 
expansion in that period.” 








catur, Ill., with executive offices at St. 

Louis, whose financial condition is en- 

tirely solvent, in view of the “Associ- 
(CONTINUED ON PAGE 23) 
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NO CHANGE IN CONTROL 


COMPANY IN GOOD SHAPE 


Indiana National Life In Best Financial 
Condition In History—New Stock- 
holders Become Officers 


INDIANAPOLIS, IND., Jan. 10.—It 
was announced last week that the legal 
headquarters of the Indiana National Life 
had been moved to Portland, Ind. This 
followed the acquisition by a number of 
persons in Portland, identified with the 
Hawkins Mortgage Company of that city, 
of a substantial block of Indiana National 
Life stock. It is stated positively by 
President C. D. Renick that Mr. Hawkins 
and his associates have not acquired con- 
trol of the life company. The sale of the 
stock was effected because several stock- 
holders had been seeking to dispose of 
their interests and the Portland people had 
been brought in in this way. 

At a recent election M. S. Hawkins and 
C. B. Anderson were elected vice-presi- 
dents and A. A. Scheib, secretary, all of 
Portland. C. D, Renick continues as presi- 
dent and V. R. Rudd as treasurer. The 
insurance department made an examina- 
tion of the company last fall in the regular 
routine of company examinations, the ex- 
amination having been completed last De- 
cember 1. 

President Renick’s Statement 


As a result of these changes there 
have been statements regarding the com- 
pany and its plans. Mr. Renick, in a 
statement to a National Underwriter rep- 
resentative said: “The Indiana National 
is now in the best financial condition it 
has experienced in its history, It doesn't 
owe a dollar to anyone; has money in 
the bank; has securities on deposit with 
the insurance department of the state of 
Indiana in excess of the cash value of all 
its policies; it has other loans of its 
funds on real estate at not more than 
the appraised value and appraised by 
two disinterested freeholders in the 
county in which the land is located and 
thoroughly inspected by us before the 
loan was granted, not only as to the 
security but as to the moral hozard.” 

A newspaper statement has appeared 
that the insurance department objected 
to certain securities held by the com- 
pany. As to this Mr. Renick said that 
Commissioner Thos, S. McMurray, Jr., did 
so object to a line of securities aggregat- 
ing $76,000. These securities, Mr. Renick 
gaid, were sold shortly after and in lieu 
of them there were deposited with the 
insurance department certificates of de- 
posit. As to the purchase of securities 
from the Hawkins Mortgage Company, 
Mr. Renick says that his company has 
bought such mortgages occasionally but 
that they have always been inspected 
and passed upon by the life company's 
own representatives. The Hawkins com- 
pany he sells such securities to 
various life companies. 

The last annual statement showed that 
the Indiana National Life had $15,828,372 


says 


insurance in force December 31, 1921; 
$2,449,691 in assets; and $2,064,362 net 
reserves. The capital stock was re- 
duced last February to $125,000. The 


home office is situated on ground facing 
the site of the War Memorial Plaza 
which is now being developed in In- 
dianapolis and is regarded as a piece of 
property having fine possibility for in- 
crease in value, 

Mr. Renick states positively that it is 
the purpose of the company to make this 
the banner year of the company. 
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COMPANIES GENERALLY 
REPORTING BIG GAINS 





Additional Preliminary Figures 
Show Healthy Growth of 
Business 


REPORTS FROM THE EAST 


Big Companies Have Same Experience 
—Average Passed 1921, Though 
Still Under 1920 





Additional preliminary reports on life 
companies throughout the country show 
substantial increases in new paid for 
business during 1922, although in few 
cases do the totals equal the figures of 
the boom year of 1920. Except in cer- 
tain unfavorable locations the 1921 fig- 
ure has been passed by most companies. 
The early reports from the big eastern 
companies show the same conditions, 
the figures for 1922 being at about mid- 
way between the 1921 and the 1920 
totals. 

Eastern Company Results 


The New York Life reports approxi- 
mately $606,000,000 in new paid for busi- 
ness during 1922... Its total in 1921 was 
$586,000,000, so that a substantial in- 
crease is shown. However, the com- 
pany’s total for 1920 was $697,342,679. 
The New York Life increased its insur- 
ance in force in 1922 by $225,000,000. 

The Mutual Life of New York paid 
for $339,972,326 during 1922, compared 
with $313,006,509 in 1921. The Mutual 
Life paid for $415,000,000 in 1920 and 
$354,000,000 in 1919. 

The Penn Mutual reports new paid 
for business of $157,193,448 in 1922 as 
against $136,509,538 in 1921, showing an 
increase of insurance in force for 1922 
of $71,162,770. 

The report of the New England Mu- 
tual shows new paid for business dur- 
ing last year of $87,791,327, compared 
with $82,072,020 in 1921, The company 
increased its insurance in force during 
1922 by $51,382,676. 

The approximate total of new paid 
for business of the Massachusetts Mu- 
tual Life in 1922 was $145,000,000, Thé 
company’s 1921 figure was $132,000,000. 
The increase of insurance in force is 
estimated at $95,000,000, 


Gains in Most Cases 


Preliminary figures from the John 
Hancock Mutual, on ordinary business 
only, show approximately $147,000,000 
paid for in 1922, compared with $127,- 
000,000 paid for in 1921. The increase 
of ordinary insurance in force during 
1922 was approximately $85,000,000, 

The Provident Mutual of Philadel- 
phia reports new paid for business in 
1922 of $82,944,000, as against $82,370,- 
000 in 1921, Its increase of insurance 
in force is $35,000,000, 

The Pacific Mutual Life shows new 
paid for business for 1922 $82,500,000, 
‘ts 1921 total being $81,200,000, The 
increase of insurance in force during 
the last year is $40,000,000, 

The State Mutual Life of Massachu- 








2 








setts paid for $46,624,512 in 1922 and for 
$41,590,793 in 1921, an increase of 
$5,033,719. These figures do not in- 
clude additions or restorations. The 
increase of insurance in force on the 
paid for basis is about $32,000,000. 

The National Life of Vermont reports 
new paid for business in 1922 of $52,099,- 
489, compared with $50,453,617 in 1921. 
Phe increase of insurance in force dur- 
ing the past year is $24,313,901. 

Connecticut Company’s Grow 

The Connecticut General’s new paid 
for business in 1922 totaled $127,000,000, 
compared with $118,000,000 in 1921. The 
amount of insurance in force is now 
$472,000,000, an increase of $62,000,000 
during the year. 

The Connecticut Mutual showed new 
paid for business in 1922 of approxi- 
mately $67,000,000 compared with 
$61,765,820 in 1921, Insurance in force 
was increased during 1922 by $34,- 
000,000. 

The Continental Life of St. Louis, 
Mo., showed a substantial increase, its 
new paid for business during 1922 total- 
ing $9,229,333. Its 1921 total was 
$6,231,448. The company increased its 
insurance in force by $4,000,000. 


Financial Gains Also 


The Continental Life of Wilmington, 
Del., is one of the first companies to 
issue its annual statement, Its assets 
now are $5,526,330; capital is $715,610 
and its surplus $987,921. Its new in- 
surance last year was $9,039,763, a gain 
of 23 percent. Its insurance in force 
is $40,020,467, a net increase of 13 per- 
cent. The surplus showed a handsome 
increase having jumped from $713,082 
to $987,921. The assets are 145 percent 
of the liabilities which is a ratio showing 
great strength. The Continental Life 
has taken a high stand among the com- 
President Philip Burnet is one 


panies. 
of the well known executives in the 
country. 

Indicative of the general improve- 


ment in business conditions in Detroit 
and throughout Michigan, the annual 
report of the Detroit Life contains a 
number of statements of particular in- 
terest. The record of paid-for business 
in 1922 was $11,248,000, This com- 
pares ‘with $9,889,000, an increase of 
$1,359,000, or 14 percent over the record 
of 1921. The record of $11,248,000 com- 
pares with $7,581,000 in 1920, and $5,204,- 


000 in 1919. The record of 1922 is 
more than 100 percent increase over 
1919. 
Good Reports Numerous 
The Great West Life of Canada 


showed a total of new issued business 
of $55,500,000 in 1922. Its 1921 total 
was $54,227,962. Its insurance in force 
was increased by $29,000,000. 

The Home Life & Accident of Arkan- 
sas nearly doubled its business in 1922, 
paying for $4,389,509. The company 
paid for $2,744,509 in 1921. 

The Lincoln National Life paid for 
$84,312,739 in 1922, its 1921 total of paid 
for business being $78,639,887, Insur- 
ance in force was increased during 1922 
by $35,998,342. 

Another company nearly doubling its 


business this year was the Northern 
Life of Seattle, Wash., paying for 
$9,500,000 in new _ business, compared 


with $5,005,000 in 1921. It increased its 
insurance in force by $5,800,000. 

The Northwestern National Life paid 
for approximately $37,000,000 in 1922. 
Its 1921 total was $34,000,000. The 
company increased its insurance in 
force in 1922 by $12,000,000. 


Goes With Lincoln National 

Sherman C. Kattel!, for the past ten 
months actuary in the Connecticut de- 
partment, has tendered his resignation 
to Commissioner Mansfield to become 
assistant actuary of the Lincoln Na- 
tional Life. Previous to his appoint- 
ment as actuary of the Connecticut de- 
partment, Mr. Kattell was chief clerk 
in the actuarial department of the State 
Mutual Life of Worcester, Mass. Com- 
missioner Mansfield is looking for a cap- 
able man to fil! the place made vacant 
by ‘Mr. Kattell’s resignation. 
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Increase 

New Paid New Paid Ins, in 
Business, 1922 Business, 1921 Force, 1922 
Re, TE, 4062460005008 cenceses 2,246,000 3,674,000 $. 522,000 
American Bankers, Ill.. *3,541,480 4,252,580 —711,100 
American Life, Colo. 2,497,010 2,858,540 13,230 
American Life Reinsurance ............ 15,355,314 15,193,056 4,873,172 
PD BI, Sed cewectcencneneveecencts 5,273,734 5,216,328 *1,950,000 
ee ee Ms «an be kane geseeneee *10,700,000 9,700,000 *4,500,000 
OO a en re 64,520,746 62,062,819 eae yt 
Se PE BO, Bhs os ciccceoecavesns 2,783,156 3,049,540 754,569 
Se Bi cvoceteacnseeeeeeees we S3O,000 = secsecves 3,500 
Connecticut General Life............... *127,000,000 117,922,255 *62,000,000 
COPOEROUNG DENNEN ccowccvenceesvocsecs *67,000,000 62,527,294 *34,000,000 
CORMOPTREITS BAGO, BAG... ccccsicvoccecsces 4,805,594 4,380,281 2'200,618 
EE Ee ee 9,229,333 6,231,448 4,000,000 
Se , EOles ves cccvceesescewes 9,039,763 7,333,168 4,642,714 
Un onan 006006 ses c0eds- ee *4,300,000 3,656,597 *1,300,000 
Pi Pic osncantecedenseevesas 350,000 576,000 66,500 
PE EE, Biles ace ccccasseseceeveceses 10,650,293 10,751,39 1,750,000 
Federal Reserve Life, Kans............ 3,700,000 SaeGee 82 20s wa euens 
PO. BM ccnceeeeenceeeeease 39,032,782 40,521,723 16,207,947 
in nd con hed Gawane > eae 24,734,062 30,625,612 *5,000,000 
ee Gee Ee, BE, Gln cscnnveceesooscnce et 6=—S_—“‘ék ew 140,420 
SE, Pv cancecsncves aeewenene sae 4,600,000 4,546,622 2,200,000 
ee SS er rere 2,888,350 2,528,396 1,650,000 
Great Southern, Texs 19,140,397 16,660,198 *4,000,000 
Great West, Canada. 755,500,000 454,227,962 *29,000,000 
Guaranty Life, is Ka< 7,154,554 6,163,000 3,443,925 
Home L a i ee wereteceeenedee sense 27,237,605 oes = 8 Nee 
Home Life Accident 4,389,509 2,744,509 2,025,000 
Jefferson eran eee *45,000,000 47,831,199 *15,000,000 
John Hancock Mutual..........00...+0- $147,000,000 $127,000,000 $85,000,000 
eer rrr rrr 2,787,379 3,704,732 316,376 
Re Be Des cocacene coeenee teeves Sesee @8=—s teen eee *550,000 
BAGO Ge COGRRIY, TORR... cccsciccoscvecess té, 600,000 OS” eee 
Lincoln National Life..............2ee0. 84,312,739 78,639,887 35,998,342 
SE, CD EDs pc ccusceceveveveuss +1,848,089 1,545,735 825,861 
Manufacturers Life, Canada............ 38,916,002 40,638,496 16,855,722 
Manhattan Mutual, Kan..............:. *1,606,500 628,000 *1,370,000 
Maryland ASSUTANCE ...cccccccvcccscces 3,805,133 3,790,723 2,067,236 
GD ncdd:4 cen eccercecocewesees *1,780,000 1,647,000 *200,000 
Massachusetts Mutual Life............. *145,000,000 136,157,351 *95,000,000 
“Eg Si “Serres T 5,395,763 4,598,000 797,763 
POE EM, DOOD ccc eres eecconneesesss 2,486,000 3,721,600 —294,200 
Pe De Dh, Bicccceceetvevecuvesens 339,972,326 313,006,509 = ....06.. 
PERENOGS WHOLE, BBs cc cccvcvecscocesaves 3,600,000 3,222,000 1,089,824 
DERE BR, Ween ccccccaveceveseanese 52,099,489 50,453,617 24,312,901 
New NN rrr 87,791,327 82,072,020 51,382,676 
OR SR ee *606,000,000 586,000,000 *225,000,000 
Northern Life, Wash...........seeeeeees *9,500,000 5,005,000 *5,800,000 
Northwestern Life, Neb 354,000 493,000 9,008 
Northwestern National ............-. *37,000,000 34,860,000 *12,000,000 
Getsemens SAO. COs. occ cccccwcccese . *10,000,000 9,919,786 *3,000,000 
Ce Be BM, Wiis cccccecceescocecesses *10,500,000 10,330,000 *5,500,000 
CE 6 eras eweeeneceseonanne *82,500,000 81,200,000 *40,000,000 
Peoples Savings Bank, Mass............ —— &8=«=t the 680,369 
PRDOREE TOUCGRE 2 cc ccccccccccceccscseses *46,000,000 ee @8=—s enn eees 
OGRE EA B Ricccsevccecensesesenece 4,000,000 4,100,000 250,000 
Provident Life & Accident............+. 2,752,780 3,672,518 486,540 
Provident Mutual .....cccccsvcvcccccces 82,944,000 82,370,000 35,000,000 
Southern States Life, Ga............222- 10,649,059 6,306,884 4,342,175 
Southwestern Life, Texas............56. 20,250,122 26,325,572 7,141,397 
De BU GO ccccoeseeeeescosesee *11,538,000 a 8 8 8 =—&s— a eae 
Standard Life, PR... .ccccccsvccsccsccece 2,500,000 1,500,000 1,500,000 

State Mutual Life, Mass............+.+. 46,624,512 41,590,793 32,000,0 
United States Life... c.cccccccscccvcsces 3,157,562 Ate! @6=——<“iti‘i‘ 
ee eee ee eee 2,217,500 2,219,309 1,420,000 
West Coast Life, Cal......ccccccccveces 11,560,000 8,103,000 3,500,000 
WOROOOH EAE, BBs vc caccdaccsccccsvesseesen 3,725,000 3,350,000 1,054,000 
Western Reserve Life, Ind.............. *707,300 603,800 *350,000 
Western States Life, Cal..........-++:. 17,365,000 13,804,000 10,250,000 
1,928,333 2,265,892 1,012,270 


Wisconsin Life 


*Approximate. t¢On issued basis. 


tOrdinary only. 





MID-CONTINENT CONVENTION 


W. B. Burruss of Kansas City Guest of 
Honor and Chief Speaker Before 
Agents of Oklahoma Company 


_ OKLAHOMA “CITY, OKLA., Jan. 
Monuments of service are being 
built by life insurance men and women 
when they point the way for others to 
care adequately for their dependents, 
according to W. B. Burruss of Kansas 
City, who is known over the country 
as the “life insurance orator” and who 
was here as the guest of honor at the 
annual convention of the Mid-Continent 
Life. Mr. Burruss is general agent of 
fie Provident Mutual Life of Philadel- 
phia for the western half of Missouri, 
with headquarters in Kansas City. 

More than 150 agents of the Mid- 
Continent were assembled at the main 
office of the company Saturday morn- 
ing and were guests ‘at the noon-day 
luncheon. Governor Robertson of 
Oklahoma made the welcome address, 
followed by a lecture on “Shakespeare, 
the Salesman,” by Mr. Burruss. 

The agents attended a matinee party 
at a local theater in the afternoon and 
the convention closed with a banquet at 
night. 








Enters Mississippi 
The Southern Life & Trust has been 
licensed in Mississippi and Lester Miller 
of Indianola, Miss., has been appointed 
general agent for about one-third of the 
state. Other general agents will be ap- 
pointed in the state later. 


COMMISSIONS ON BIG CASES 


International Life Changes Its Plan for 
Compensating Agents in Production 
of Large Policies 

The International Life of St. Louis 
has set a goal of $75,000,000 in paid-for 
insurance in 1923, and has asked its 
agents to set their own quotas in ac- 
cordance with the company’s. The 
company has adopted a slogan of “A 
50 Percent Increase Over Last year’s 
Written Business.” 

The company has announced an in- 
crease in the commissions paid on large 
policies. Where previously the com- 
mission on policies of more than $25,- 
000 had been decreased 20 per cent 
under the new schedule, the company 
several weeks ago announced that the 
commissions on policies in excess of 
$25,000 would be cut 10 percent. 

This move met with such a hearty 
response from the agents in the shape 
of a big increase in business that the 
company management has again in- 
creased the commission on large poli- 
cies, so that hereafter the commissions 
on all amounts of insurance on the 
same plan will be at the same rate. 
This does not affect the commissions 
on policies for less than $2,000. 








Life Notes 


The Register Life of Iowa has been 
licensed in Michigan. 

The Merchants Life of Des Moines held 
a meeting of all its general agents at 
the home office, Jan. 9. 








GENERAL AGENTS MEET 


—_—_—. 


CONNECTICUT MUTUAL RALLY 





Big Gathering in Chicago Last Week 
Told of Increased Dividend Scale 
and Year’s Results 





A three-day conference of all general 
agents of the Connecticut Mutual Life 
throughout the country was held in 
Chicago last week, announcement being 
made of a mew increased dividend 
schedule and also the result of last 
year’s business, the Connecticut Mutual 
having paid for one of the greatest 
volumes of business in its history. All 
of the company’s 58 general agents were 
present, as well as a large delegation 


from the home office, headed by Presi. | 
The business J 
three-day conference 7 


dent H. S. Robinson. 
sessions of the 
were largely devoted to company ques- 
tions, although much of the time was 
devoted to a discussion on agency 
matters, such as the training of agents, 
relationship of interested parties, selec- 
tion of agents and other common prob- 
lems met in the field. 


Report on Good Year 


President Robinson opened the meet- 7 


ing with an address in which he outlined 
the accomplishments of the past year 
and forecast the prospects for 1923. 
President Robinson said that the com- 


pany had closed a most favorable year, | 


having paid for approximately $67,000- 
000 in new business, compared 
$61,750,000 in 1921. The 


nearly $416,000,000, an 
$34,000,000 over the amount in force a | 
the close of 1921. The company has also 
shown a substantial gain in assets and 
surplus and the mortality experience of 
the company was especially favorable, 
the ratio of 48.7 being the lowest the 
company has experienced. Talks on the 


company’s business as well as agency | 


problems were also given by the other} 
home office men present, who were 

Tacob H. Greene, secretary; Harry H 

Steiner, superintendent of agencies 

Harold M. Holderness, agency corre- 

spondent; W. H. Harrison, assistant 

superintendent of agencies, and Harold 

Chandler, assistant secretary. 


Announce Dividend Boost 


One of the most interesting announce- 
ments made to the general agents wa: 
the promulgation of a new dividené 
schedule for 1923, showing substantia 
increases in the dividends to policyhold- 
ers. The new schedule places _ the 
company on a basis better than even the 
pre-war net cost, especially as applying 
to younger ages. The term policies als0 
show special increases, the new div- 
dends being 100 percent greater than 
last year’s. As a whole the increase is 
from 35 to 50 percent. The entire pro 
gram of the three days, Thursday 
Friday and Saturday, was well balanced 
and the men were enthusiastic in enter 
ing into the discussions, leaving the 
meeting enriched with valuable exper 
ence on all phases of the work. 





Many Life Departments 


The big local agency of Fred S S. James 
& Co. of Chicago in opening a lift 
insurance department adds another 0 
the !arge insurance offices to the list 
having such denartments. Moore. Cs¢ 
T.vman & Hubhard, Critchell. Miller. 
Whitney & Barbour, Rollins-Burdick 
Hunter Company, the Beard Tnsuranect 
Agency, the Wolfle-Stefflin Company, 
the Rockwood-Radgerow Company, 

A. Alexander & Co., and Luther- Spring 
ston all have life insurance departments 
The Fred S, Tames & Co. connection 
for the Fidelity Mutua! is the resutl 
of very good work on part of Managtt 
W. J. Arnette of the company in Chi- 
cago. Mr. Arnette Ras supervision ove! 


all the Fidelity Mutual Life’s business 
in the city, including the James agency: 


with 7 
insurance in” 
force of the Connecticut Mutual is now) 
increase of | 
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COLLEGE TOWN AGENT 
HAS BIG OPPORTUNITY 








Can Insure Members of Graduating 
Class With School as the 
Beneficiary 


NOW IS THE BEST TIME 





Fifteen or Twenty-Year Endowment Is 
Best Kind of Contract to Sell 
for This Purpose 


The agent in a college town has a 
mighty fine opportunity if he can sel 
a graduating class on the idea of buying 
life insurance on each member of the 
class with the college as_ beneficiary. 
It is the custom for graduating classes 
to give some gift to their institution and 
perhaps pledge certain sums to the en- 
dowment fund. A much larger gift to 
the endowment fund can be raised by 
persuading each member of the class to 
carry life insurance in favor of the col- 
lege. The agent’s big opportunity lies 
in the fact that if he can se!l one class, 
he has a chance. to make it a general 
custom which will swell his writings 
year after year. 

The best type of policy to sell is the 
15 or 20-year endowment, preferably 
the 15-year endowment. The agent 
should secure a release from each grad- 
uate, making over the policy to the col- 
lege. The institution is then sure of 
receiving a $1,000 gift from the student, 
because in case of death the payment 
will be made and in case he lives out 
the 15 years the policy will mature. 
The average college class has 50 mem- 
bers in it, so that $50,000 of endowment 
insurance is not a small thing to be 
overlooked. It is worth considerable 
thought and effort on part of the agent 
to close such a deal. 


i‘ 


Take Advantage of Enthusiasm 


The best time to line up the business 
is really during the senior year. Then 
they have all the enthusiasm for their 
college and look forward with regret 
to leaving school. They are anxious 
to do anything that they can and this 
looks easier than making the gift in a 
few payments. It is harder to line up 
































































divideni Ma class which has already graduated, 
bstantial MeParticularly if two or three years have 
jicyhold- Melapsed. The only trouble with this 
ces the Mescheme is that the average college 
even th Meetaduating class is not very strong 
applying financially. There are always a few 
cies also Who are being sent through schoo! by 
»w div: fae Well-to-do parents, but as a general 
rer than faething the college student of today is a 
crease is e™an of very small means and merely 
tire pro- has enough money to get by until the 
hursday. Mae" of his college career. However, if 
balanced ME'is situation can be overcome there is 
‘n enter fag? fine chance to land a big block of 
ing the f™Surance and perhaps get it lined up 
exper: MeveTy year thereafter. An agent doing 
so can feel that he has done a really 
good job for the institution’s benefit. 
Not Too Aggressive 
J 
© jens The best plan to follow in writing 
> fife such insurance seems to be to put up 
an of he proposition to the class president. 
othe Bis he agent will have to use care and 
_ avoid over- anxiety to close. He must 
re eiller btain a proper introduction to the class 
Burdick resident and as near as possible make 
ae he president feel that it is his own idea 
nsurat’ He" thus get him to sponsor the cause 
ompee’ of life insurance before the class. It 
acne vould not do for the insurance agent 
pies © be the moving factor or make the 
nnection ong speech to the class on the subiect. 
e result e should approach the class president 
Managet arefully and suggest the idea of insur- 
in Chi Mince and how much easier it would be 
jon ove! MO endow the college in that way. Then 
business MPF the class president wi'l present the 


agency: 





SHUT OUT THE BANKS 
KANSAS EXECUTIVE SO URGES 


Governor Davis Would Not Allow 
Them to Sell or Assist in Sale of 
Life Insurance 

+ 


TOPEKA, KAN., Jan. 9.—Life insur- 
ance company officials and general 
agents are considerably perturbed over 
the recommendation made by Governof 
J. M. Davis in his first message to the 
Kansas legislature that officers and em- 
ployees of banks in this state should 
be absolutely barred from any connec- 
tion whatever with life insurance work. 

While the bank savings-life insurance 
plan, which is of course applicable only 
to the larger cities, has mot made any 
great headway in Kansas, the local 
banker has in manv cases been the 
mainstay of the life insurance men in 
getting business in the small towns ang 
rural communities. Many sma!l town 
bankers are regularly licensed agents 
for the life insurance companies, and 
even where there is no such direct con- 
nection, agents have often received very 
material assistance from the banker in 
closing many of their cases. Business 
has been hard enough to write at best 
in the farming territory in recent 
months, and it is felt that the carrying 
out of the governor’s recommendation 
would impose a very serious handicap. 
His reference to this subject is as fol- 
lows: 

“I recommend that a law be enacted, 
with sufficient and proper penalties, 
making it unlawful for any officer, 
agent, servant or employe of a bank to 
solicit or join in the solicitation of any 
person to buy life insurance; or to fur- 
nish to agents and solicitors the names 
of depositors or other patrons of the 
bank for the purpose of aiding a can- 
vass among them for the purpose of 
selling life insurance or _ speculative 
stocks and bonds.” 








thing in class meeting, the agent can 
provide him with all the facts and when 
it comes to writing up the individual 
members the agent wll get on the job 
and see that each man is examined and 
acquainted with the proposition. This 
will require a personal interview ‘with 
each one but it will be an easy job to 
write them up if the class has passed 
a motion to make the gift in this form. 


Start Early in Year 


It is best 
ear!v in the 


to get the idea working 
year. Probably January 
or February is the best. time to start. 
In fact, the sooner the better. This 
will enable the agent to have the whole 
thing threshed out before the final 
weeks of the school year, so that then 
he need only devote his attention to 
closing individuals. The premium on a 
15-year endowment runs at age 25 any- 
where from $60 to $65, or even less on 
the non-participating plan, and the av- 
erage age will probably be even lower 
—nerhaps 23 years. 

While this is an opportunity for the 
agent in a college town, it is also a 
chance for the graduate of a college 
who can return to his alma mater and 
put up the proposition to the senior 
class. He would perhaps have a little 
better shot at it than the outside agent, 
but of course would have to use dip!o- 
macy in presenting his proposition. 


Conference at Decatur, III. 


Thirty district managers and agents 
under C. R. Golley, general agent for 
the 70 southern counties of Illinois for 
the Equitable Life of New York, were 
guests at a luncheon at Decatur, III, 
last week. It opened a two-day confer- 
ence in the Decatur office. Round 
table discussions of local problems and 
campaign for the year were features of 
the meeting. 





NEW MOVES IN SUIT 


CONSPIRACY CASE CONTINUES 





Demurrer Filed by Houston and Answer 
by Columbian National—Plan Ap- 
peal—Indicates Long Litigation 





.The Chicago conspiracy cases, brought 
against the Chicago Association of Life 
Underwriters, the Managers Association 
and T. J. Houston, Illinois superintendent 
of insurance, by a group of life insurance 
adjusters, have seen several new moves 
during the last week, though the appeal 
which has been planned has not as yet 
been taken to the appellate court. A 
demurrer has been filed to the bill of com- 
plaint by counsel for Mr, Houston and an 
answer has been filed by the Columbian 
National. Other answers are expected to 
be filed shortly and it is believed a hearing 
will be held Jan. 15. At the same time 
plans are going forward for an appeal 
from the order entered by Judge Rush 
enjoining the defendants from unlawful 
conspiracy. When the court entered this 
injunction order, denying the motion to 
dissolve the injunction, it also allowed the 
appeal on motion of Winston, Strawn & 
Shaw, representing the life underwriters, 
and the attorney general of Illinois, rep- 
resenting Mr. Houston. Plans for this 
appeal will be consummated in the near 
future, after conferences between the in- 
terested defendants. 


Columbian Files Answer 


On Monday of this week, the law firm 
of Cutting, Moore & Sidley, representing 
the Columbian National Life, Vice-Presi- 
dent Brown of the company and W. W. 
Tate, Chicago general agent, filed their 
answer to the amended bill of complaint, 
denying all unlawful combinations and 
confederacies charged and asking the dis- 
missal of the case. These particular de- 
fendants have had the injunction against 
them dissolved, but the regular process of 
the case is now being carried out. It is 
expected that the Aetna Life and its gen- 
eral agents will similarly file answer within 
a week or two. It is believed that a hear- 
ing will be held on Jan. 15. Attorney Holt 
of the attorney general’s department, 
which’ is representing Superintendent 
Houston, has not filed answer, having filed 
a demurrer to the complaint. Following 
the dissolution of the motion to dissolve 
the injunction, Mr. Holt filed a demurrer 
to the bill, claiming ignorance of many of 
the complaints and denying the conspiracy 
alleged. This action was taken in con- 
nection with the trial of the case itself, in. 
no way affecting the appeal which will be 
taken to the appellate court. 

In the answer filed by the Columbian 
National, it is admitted that the com- 
plainants are agents of the company and 
that the defendants named were summoned 
to Superintendent Houston’s office, but it 
is denied that Superintendent Houston 
threatened to revoke the license of the 
Columbian National as alleged, although 
he indicated such might be done. They 
deny that they have been compelled to join 
the conspiracy described and state they 
have not joined it. All unlawful combi- 
nations and confederacies are denied. 
Most of the other complaints mentioned 
are unknown to these defendants and 
proof is demanded. Dismissal of the suit 
is asked. 

Great Interest in Case 


Many life underwriters in Chicago and 
even throughout the country, as all eyes 
have been focused on Chicago during the 
progress of this case, have expressed their 
surprise at the decision of the circuit court 
in the denial of the motion to dissolve the 
temporary injunction. It is believed by 
most of these agents that there would be 
no value in further carrying an appeal or 
following the case. except for the princi- 
ple involved in having an injunction hang- 
ing over their heads, as the order entered 
in the case merely enjoined the superin- 
tendent of insurance and the agents named 
from any violation of the law or any un- 





SOME METHODS USED _ 
TO CHECK LAPSES 


A. G. Borden of the Equitable Life 
of New York Gives 
Views 


WORK OF CONSERVATION 


Importance of Getting to the Policy- 
holder Before He Is Firmly 
Decided to Quit 


NEW YORK, Jan. 10.—During all 
last year lapses were heavy. In 1921 
the life companies saw the largest 
amount of business go off the books via 
the lapse route in the history of life in- 
surance. They thought at the end of 
the year that the flood of lapses would 
subside, but throughout 1922 the record 
of the previous year was almost dup!i- 
cated. The situation has greatly im- 
proved in recent months, but the lapse 





A. G, 


BORDEN 
Inspector of Agencies, Equitable Life of 


New York 
record is still far from what it ought 
to be 


Organize Conservation Departments 


When things were at their worst 
most of the companies adopted special 
measures to meet the situation. Con- 
servation or restoration departments 
were organized. Home office machin- 
ery was diverted so as to permit a 
greater number of employees giving 
their attention to the holding of lapsed 


business. In every way the energies 
were directed toward conservation 
work. Several companies were able to 


make a better showing regarding lapses 
than others because of special efforts 
that they made in this direction, 


Borden Placed in Charge 


About a year ago the Equitable Life 
of New York established a conserva- 
tion department, placing at the head of 
it Albert G. Borden, inspector of agen- 
cies at large. Mr. Borden is well 
known to life insurance executives all 
over the country, being secretary of the 
Association of Life Agency Officers. 
Mr. Borden is a creator of new ideas, 
and as head of the Equitable conserva- 
tion department, has done excellent 
work. As the Equitable’s conservation 
work has been carried on tinder Mr. 
Borden’s direction for just about a year 
it is interesting to learn from him what 
the company has been able to accom- 
plish, what measures are effective for 





lawful combination or conspiracy. 


holding lapsed business, how the com- 
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Every Agent 
His Own Master 


The man who is best qualified 
for life insurance service is fun- 
damentally a helper ready to re- 
spond to those obligations 
created by his relationships with 
other men. 


The individual who has this 
qualification and thinks straight 
will go forward on his own ini- 
tiative and will develop a self- 
expressive type of true life 
insurance salesmanship that will 
win. His effort to develop an 
individual style of life insurance 
service and salesmanship will 
mark him as a leader. 
Company he is encouraged to 
work out his own methods, not 
relying upon his company to de- 
velop his methods for him but 
rather leaning heavily upon the 
company for assistance in de- 
veloping his own ideas to their 
logical conclusion. 


Ohio National Life 


Insurance Company 
Cincinnati, Ohio 


T. W. APPLEBY, President 


In our 

















pany and the man in the field can co- 
operate, and in just what way a conser- 
vation department can function. 

How Business Was Written 


Mr. Borden states that before the 
Equitable had gone far in its investi- 
gation of the causes of lapses it con- 
cluded that the conservation of business 
is dependent, in a very !arge extent, 
upon the manner in which the business 
is initially written. A heavy lapse ratio 
need not necessarily come during a pe- 
riod of general financial depression. If 
a policyholder has been sold right, if 
he has purchased life insurance to cover 
a definite need, if the policy has been 
individually fitted to him, he will not 
throw it overboard the moment he feels 
pressed for cash. When a man is intel- 
ligently and adequately sold, but not 
oversold, Mr. Borden says that he will 
keep his policy in. force through thick 
and thin, and will regard it as one of his 
nost valued possessions. 


What the Department Can Do 


“A conservation department,” said 
Mr. Borden, “cannot accomplish a great 
deal if it merely lends a litt!e assistance 
to an agent in holding policies that have 
actually lapsed. Of course it is well to 
create a system for taking care of 
‘apsed business, A card plan is best. 
A conservation department can suggest 
form !etters for agents to use, argu- 
ments to present, exact figures cover- 
ing specific cases, showing where it is 
the assured’s advantage to continue the 
nolicy in force, and other similar things. 
But these are all measures that must be 
taken after the damage has been done 
The illuminating thing to us has been 
‘he overwhelming evidence to the effect 
that life insurance, properly written in 
the first place, persists throughout 
financial depressions. When a policy- 
holder has the right estimate of the 
importance to him of his fife insurance 
nolicy, he will part with his contract 
only when he is forced to give up his 
last suit of clothes. 

Must Start Right 


“And so a conservation’ department’s 
big job is to make agents see the im- 
vortance of starting right. What can 
the conservation department do? Well 
‘t can first of all make the agent see 
the need of tving himself up closely te 
his policyholders, and the various ways 
‘n which this can be done. We are get- 
ting. out little leaflets and booklets and 
all kinds of what might be called ‘pol- 
‘cyholders services.’ As a concrete il- 
lustration, we have just issued three 
forms of contracts applying to modes 
of settlement. These are in the form of 
an installment bond, a certificate of de- 
nosit, and an income bond certificate 
They are very attractive looking docu- 
ments, having the appearance of bonds 
ordinarily purchased as real estate, mu- 
nicipal or government certificates. 

An agent can go to an assured with 
these three forms and get him to indi- 
cate which he will want to have used 
when his policy becomes a claim. Th‘s 
‘s simply a mode of settlement proposi- 
tion, but it is attractively gotten up. 
and it gives an agent a chance to come 
in contact with the policvholder, to talk 
over his life insurance with him, and to 
make the policyholder see that he is in- 
terested in his welfare. I could give 
vou numerous instances of little service 
devices of this kind which would give 
2n agent an excuse for calling on an old 
policyholder. 

Value of Personal Calls 


“Everyone. knows that the way to 
keep business on the books is to have 
someone make a persona! call upon the 
man who wants to drop his policy. 
Letters will not do it. If a strong 
arent can visit a group of policvholders 
who think they want to lapse their in- 
surance, the hulk of them can be held 
‘n line. Why? Because personal con- 
tact is such a vital element. It is the 
nersonal contact that sells life insur- 
once, and it is this same personal con- 
tact that holds it on the books. This 
heing true, if an agent will give his 
policyholders a certain amount of per- 





HOLDS WIDOW OWNER 


BANK CAN’T GET INSURANCE 





Minnesota Court Says Even if Man Js 
Insolvent, Paying Life Premiums Is 
No Fraud to Creditors 





ST. PAUL, MINN.,, Jan. 9.—The Min. 
nesota supreme court, in the case of the 
First National Bank of Beaver Creek ys. 
Minnesota Mutual Life, holds that a man’s 
life insurance, made out to his wife and 
children as beneficiaries, can not be taken 
bv creditors after his death and that the 
payment of premiums for such insurance 
is not an extravagance and is not defraud. J 
ing his creditors. 

Charles H. Ross of Sheldon, Minn., wa: © 
insured with the Minnesota Mutual for 
$11,000, the insurance being made payable 
to his wife. One policy for $5,000 was} 
issued March 29, 1918, and a second policy; 
for $6,000 was issued June 30, 1920. Ross 
died July 15, 1921. The bank as a creditor 
of the deceased brought action to recover 
through the insurance. This relief was 
denied in the district court, and the de} 


a 


cision is now sustained in the suprem 7) 


court. 
No Fraud Toward Creditors 


“An insolvent husband may insure his 
life,” says the syllabus of the supreme 
court, “and devote a moderate portion of 
his earnings to the payment of premiums © 
thereon, for the benefit of his wife ani § 
dependent children without thereby being 
held to intend to hinder, delay, or defraul 
his creditors. 

“To maintain an action on behalf of the 
creditors of a deceased husband to recover 
premiums paid by him while insolvent, in F 
order to provide for his family after death, 7 
fraud must not only be alleged, but f 
proved.” 

Proceeds Belong to Widow 


The supreme court finds that “the in- 
surance was not unreasonable in amount, 
that it was procured and the premiums 
paid thereon in good faith for the protec- 
tion of the wife and children of the insured 
after his death, and that there was no it- 
tent or purpose on his part to defraud his 
creditors. . . . The proofs justify the find- 
ing that the plaintiff was the owner of the 
proceeds of the insurance in her (the 
widow’s) own right, and not as trustee for 
the creditors of the insured, and that the 
assignments of $2,000 of such insurance to 
the bank were procured by fraud and with- 
out consideration. 

The decision is looked upon as a great 
victory for the rights of dependent bene- 
ficiaries of life insurance contracts. 








sonal and interested attention, while 
the business is apparently in good cor 
dition, the policy is not likely to !apse 
at all. 

“Why not give the policyholder the 
attention before it is decided to |0st 
the contract? Any agent is willing 
enough to spend quite a little time ™ 
holding his business on the books, when 
lapses are threatened, but very often 
the same agent will go along for veats 
never getting in touch with policyhold- 
ers who pay their premiums recularly. 
Tt is the need for a closer cultivation 
that is shown ‘n the lapse experience © 
any company.” 


Postal Life Gets Bonds 


Under an opinion of the attorney ge™ 
eral of Virginia, the treasurer of that 
state will deliver to the Postal Life the 
honds deposited by the Provident Lite 
Assurance Society for the protection © 
its policyholders in Virginia. This_com™ 
many has been taken over by the Post? 
and inasmuch as the latter company has 
no agents in Virginia and is not licensed 
there it was deemed proner that the 
bonds should not be held by the treas 
urer any longer. 
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ee for 
a More Th I Wri 
or ore [han $6,000,000 Insurance Written in 1922 
with- 4 ’ 
- We are writing both participating and non-partici- On account of our splendid financial condition we are 
bene- pating policies. enabled to declare a larger cash dividend than ever 
For every $1,000 of. policy liabilities, we have more declared by any other company its first year. 
—_ than $3,000 with which to pay them. , . . . ped 
while We MM ; . pa) . , We have paid our policy holders or their beneficiaries 
e have deposited with the treasurer of the State of 9099 @F : 
con- ae i : during 1922, $71,000.00. 
lapse ansas more than $225,000 than the requirements by 
the law. Our income for 1922 was over $415,000.00. 
lanse 
ling 
e in 
cm Modern Plan of Organization 
-_ We can truthfully say our growth has been more than remarkable when we look back over the short period of time since 
oo January, 1921, and view the wonderful record we have made. We feel that we have just cause to be proud. 
arly. We realize that we have made a most conspicuous start in the insurance world and that in the face of the fact, that the 
ition company was organized without one dollar of promotion fees, was able to write a large volume of business with a minimum 
ee overhead expense. 
This was done, not taking the commission away from the agents, but in economizing and using modern methods at our 
Home Office. 
Our salesmen tell us that they have been able to earn more money when with us than with any other company they have 
: been associated with, for the reason that we provide plans whereby they are aided in writing a large volume of business. 
vor We have taken men from other paths of life who have never written life insurance before—bankers, merchants, railroad 
.o men, school teachers, traveling salesmen—who by our plan have been able to produce a reasonable amount of business from the start. 
Life It is our ambition to build up an organization second to none, and for the right man—the man who is willing to work—we 
: ‘of have a splendid opportunity. You may be this man. 
wor SOME DESIRABLE KANSAS TERRITORY NOW OPEN 
ys 
has 
nsed 
the 
eas 
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’ ree men carrying endowment insurance as well} NEWSPAPER MEN MEET 
9 as ordinary life. Many of these endow- 

JOHN WANAMAKER’S INSURANCE ments he - F anak seein — -_—— 

as in case of one in t ohn Hancock. 

| Merchant Prince Found He Could Trade More Successfully Because of The amount of = Ses pd enero STAGE ANNUAL GET-TOGETHER 

New Credit Established wer substantial. ‘ . 

“For many years it was thought not : : 

; necessary for very rich men to carry Salesmen, Editors and Executives of 
HE John Hancock Mutua! Life | carry the credit necessary to conduct a | life <n Even sony ueten National Underwriter and Rough 
Signature in commenting on the in- | business of large proportions. prevails to some extent. But Mr. Wana- : 
surance carried by the late John Greater Credit Created maker looked at it in a different light, Notes Hold Convention 

Wanamaker, the merchant prince of and many of our richest and most suc- 


Philadelphia and New York, says that 
it is pertinent to note the factors which 
led him to interest himse!f in life insur- 
ance because it bears directly upon 
what is being developed to such an ex- 
tent at the present time in the life insur- 
ance business. .Mr. Wanamaker car- 
ried some $3,000,000 insurance. The 
John Hancock Mutual in commenting 
on his insurance says: 

“At a critical point in his business 
career Mr. Wanamaker realized that he 
was operating upon a cash basis which, 
in and of itself, was not sufficient to 





“He therefore concluded to take out 
a large line of life insurance and very 
soon found, in actual experience, that 
he could trade more successfully on the 
credit created by this insurance. Mr. 
Wanamaker stated that as a result of 
taking the life insurance he made more 
profit than if he had placed the amount 
expended for life insurance premiums in 
his business. In other words, the credit 
was of more moment than the cash pre- 
miums involved. 

“One thing of interest in this connec- 
tion is that Mr. Wanamaker believed in 





cessful men now carry very substantial 
amounts of life insurance, primarily be- 
cause they realize that finance and in- 
vestment, at its very best, carries with 
it a large element of insecurity, while 
life insurance is safe and secure. 

“It is always worth 100 cents on the 
dollar payable immediately, without 
legal entanglements. No man, however 
rich or sagacious, can really afford to 
be without an amount of life insurance 
proportionate to the interests which his 
wealth and business success represent.” 











= 


FIGURES FROM DECEMBER 31, 1922, 


STATEMENTS 





LIFE COMPANIES 








Total Pet. 
Insurance Gainin Prem. Total Policy- Total 
Total Net New Bus. in Force Insurance Income, Income, holders, Disburse- 
Assets Capital Surplus Pd.in1922 Dec. 31,’22 in Force 1922 1922 1922 ments, 1922 
Citizens L., La. .$ 54,441 $ 10,000 $ 20,079 $ 530,000 $ 803,953 $ 3,500 $ 100,412 $ 102,960 $ 34,024 3 93,998 
Continental, Del. 5,526,330 715,610 87,921 ,039,763 40,020,467 4,642,714 221,930 ,694,297 77,446 72,482 
Peoples Sv., Mass. CREE esccacees 34,208 1,039,075 4,097,611 680,369 31,779 163,724 59,452 74,887 
Montana Life... 4,717,583 250,000 552,562 6,402,798 33,000,569 845,801 1,166,430 1,513,216 406,214 921,568 
Natl, Grda’n, Wis. 1,970,337 100,000 116,000 4,362,8 19,835,681 2,077,449 593,5 690,22 122,215 321,497 
Provident Mut.. ST § «<¢h ew eine 6,123,000 82,944,000 610,118,000 35,000,000 21,901,000 141,970,000 14,583,000 22,112,000 
Southw’t'n, Tex. 12,119,800 1,000,000 683,730 20,250,122 112,558,102 7,141,397 3,067,076 4,072,686 969,821 2,146,875 
Wisconsin Life.. 1,006,711 ........ 57,040 1,928,333 9,650,804 1,012,270 283,386 380,549 91,178 208,714 
Western Life,Ia. 1,371,617 193,525 40,110 3,726,106 15,508,825 1,064,923 « ...cccee  coccccee coveseee  ecesesece 





of the new business 


Careful Selection 
No Foreign Business 
Insuring Only Males 
Low Death Rate 
Safe Investments 


THE NOR 
LIFE 


Milwaukee 


ance Company in 1921 was upon applications of members previously 
insured in the Company. 


Its Policyholders Repeat 


The assignable cause for this is found in the Northwestern business policy of 


45.17% 


issued by the Northwestern Mutual Life Insur- , 


No Rebating 

No Twisting 

Civil Service for Agents 
Purely Mutual Clean Business Methods 


No Brokerage Low Net Cost 


THWESTERN MUTUAL 
— INSURANCE 
COMPANY 


Efficient Management 
Liberal Policy Contracts 
Low Expenses 

Purely American 





Wisconsin 











N. P. HULL, Pres. 





A POINT IN YOUR FAVOR 


The Grange Life is an opportunity for live agents. They have that opportunity of selling 
a policy lower in cost than many others and can still go into any community, confident in 
the knowledge that the protection they offer cannot be bettered nor the company they 
represent be outdone in service. 


GRANGE LIFE INSURANCE COMPANY 


LANSING, MICHIGAN 


C. H. BRAMBLE, Secy. and Treas, I, D. WALLINGTON, Supt. of Agents 














Salesmen, editors and executives of 
THE NATIONAL UNDERWRITER and “Rough 
Notes” met in Chicago last week for 


their annual business and editorial con- | 


ference. Questions relating to the vari- 
ous phases of insurance publishing were 
discussed. President E. J. Wohlgemuth, 
Managing Editor C. M. Cartwright, and 


Secretary John F. Wohlgemuth were | 


among the principal speakers at the 
business sessions. Wohlgemuth 
presided throughout the gathering as 
chairman. 


Sales Problems Considered 


The conference was primarily a sales 
meeting. Among the interesting fea- 
tures were the selling demonstrations 
given by William A. Scanlon, south- 
western manager of THE NATIONAL 
UNDERWRITER; Frank W. Bland, associate 
manager, and N. H. Weed, business 
manager of the “Insurance Salesman.” 


Nora V. Paul, vice-president, discussed | 
insurance conditions in the eastern field 7 
Ralph E. 9 


of which she has charge. 
Richman, editor of Fire Protection, 
explained the special number which that 
publication will issue during the year. 


Rough Notes Meeting 


An entire session was devoted to the 
Rough Notes Company. Albert J. 
Wohlgemuth, secretary, discussed the 
new items in the Rough Notes catalog. 
Irving Williams, editor, spoke on 
“Rough Notes, ‘the Magazine of Insur- 
ance Agency Salesmanship.” Ralph E. 
Morrow told of the insurance supplies 
desired by local agents as demonstrated 
by the mail campaigns which have been 
carried on by “Rough Notes.” 


Other Speakers 


_Talks on various subjects were also | 
given by Richard C. Budlong, associate | 


editor; Emerson R. Smith, who is in 
charge. of the compilation of Tue 
NATIONAL UNDERWRITER’S various hand- 
books and the Argus Chart; William 
Hilleary, assistant manager of the Dia- 
mond Life Bulletin; H. E, Wright, vice- 
president; George C. Roeding, associate 
manager; J. M. Dempsey, manager of 
the Northwestern branch office at Des 
Moines, and Howard J. Burridge, asso- 
ciate editor. Roy W. Landstrom, man- 
ager of the advertising copy depatt- 
ment, and Abner Thorpe, manager of 
the Diamond Life Bulletins, were unable 
to be present owing to illness. 


Theater Party 


On the evening of the first day there 
was a theater party which was attended 
not only by all of the business and 
editorial representatives but, in addition, 
the entire Chicago office force. 

All of the talks given indicated that 
insurance companies generally are ap- 
preciating more and more the value 0 
insurance journal advertising. THE 
NATIONAL UNDERWRITER will strengthen 
and expand its numerous services dur- 
ing 1923, and plans for carrying forward 
the work on a larger scale were thor 
oughly discussed at last week’s meeting. 


Indiana Insurance Committees 
Following are the appointments of the 


insurance committees in the Indian 
legislature: House—William M. Lové 
chairman; ; Clarence C. Wysong, Eliz@- 


beth J. Rainey, Albert J. Wedekiné 
James M. Knapp, Isaac N. Trent, Asa J: 
Smith, Elmer R. Waters, John F. Thurs 
ton, William J. Powell, Arthur J. Ortlieb, 
Madison F. Holman, Edgar A. Perkins. 
Senate—C. Oliver Holmes, chairmat; 
Arthur Baxter, Winfield Miller, Ray ™ 
Southworth, Frank W. Merry, Claude § 
Steele, Charles S. Batt, Joseph M. Crav- 
ens, C. Pralle Erni. 


Am 
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WOMEN SECURE HONORS 


MRS. L. E. WHITE IS PRESIDENT 





Becomes Head of the Green Signal Club 
of the Illinois Life, Making 
a Fine Record 





The Iltinois Life announces that for 
the first time in the history of the Green 
Signal C'ub, composed of its home state 
leaders. the presidency has been won by 
» woman. Mrs. L, E. White of Chi- 
cago has earned the presidency by se- 
curing the largest amount o. business. 
It is significant that another woman, 
Miss Kit R. Williams, a member of 
Mrs. White’s agency, is made second 
vice-president, being third in volume. 
Edwin Hansen of Chicago is first vice- 
president and Daniel B. Ryan of Chi- 
cago is fourth vice-president. These 
people are listed according to volume 
of business. Mrs. White makes her 
headquarters in Chicago, although she 
lives at Geneva, Ill. She has five women 
agents in her agency. Mrs. White with 
two of her agents produced over $500,- 
000 last year. Mrs. White has special- 
ized for a number of years on sma!l 





MRS. L. E. WHITE 


. . 
iact that she won the presidency of the 
club was a great record because her 


L. E, White, Edwin’ Hansen, J. M. 
Kelly, J. C. Snow, C. N. Brown, P. N. 
Musser, F. L. Medley, K. R. Williams, 
D. B. Ryan. 

Messrs. Augustine, Wroughton, Kelly, 
Snow, Musser and Medley, having pre- 
viously served as president of the Green 
Signal Club, were not eligible to any 
ofice. Mr. Brown, having once held 
the first vice-president was eligible to 
compete for the office of president only. 





Hold Agency Rally 


lhe agency force of the Policyhold- 
crs National Life of Sioux Falls, S. D., 
gathered in’ Sioux Falls last week for 
the annual meeting and banquet. Presi- 
dent Guy C. Barton opened the meet- 
ing with a talk on agency relationship 
and the function of the individual 
agents. Mr. Barton said that it is not 
so much what an agent makes out of 
his business, but what he makes of his 
vusiness. He said that the essentials 
ot establishing a business are perman- 
ency, contructiveness and honesty. John 
W. Wadden, president of the Sioux 
Falls National Bank, who was another 
speaker, outlining the financial condi- 
tions of the present and the outlook for 
the future. There were several other 
outside speakers, in addition to the 
leading producers of the company. 




















URING the cold months of winter when 

icy breath and penetrating winds stir you 
to action, when your vitality is at its maximum 
and you are making many calls each day; 
that is the time to prepare for the vacation 
which you plan for the lazy, torpid months of 
summer. 


You can start today to earn that vacation 
trip. During the many calls which you make 
now each day, you find business which your 
own Company can not handle. 


$250,000 in surplus business, standard or 
substandard, will assure you a vacation on the 
Pacific Coast with a live group of insurance 
men—members of the Missouri State Life 


Quarter Million Club. 


This Company pays liberal first year com- 
missions and renewals to all Agents and 
Brokers. Investigate our New Plan. 


MISSOURI STATE LIFE 


INSURANCE COMPANY 


M. E. Singleton, President 


Life 


Accident 


Home Office, St. Louis 


Health 


Group 
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spicuous fair dealing. 





PROVIDENT MUTUAL 


Lire INsuRANCE COMPANY 
OF PHILADELPHIA 


The Provident, organized in 1865, as The Provident 
Life and Trust Company, preserves a continuous 
corporate existence, but, having mutualized, will 
be known hereafter as the 


Provident Mutual 


Life Insurance Company 
of Philadelphia 


and will maintain the reputation and tradition 
which have arisen from fifty-eight years of con- 


The policies of the Provident Mutual contain new 
and attractive features, including the recently 
adopted and exceedingly liberal Total and Per- 
manent Disability Clause. 


An Increased Dividend Scale for 1923 














contracts. 


OMAHA, 


Assets over 


eee eee eee) 


Business in Force over........ 


In Confidence! 


Having recently entered a number of new States we 
have very desirable openings for Managers in Ohio, 
Indiana and Kentucky, under direct Home Office 


Write us in Confidence 


ROBERT L, ROBISON, President 


THE BANKERS RESERVE 
LIFE COMPANY 


NEBRASKA 


Operating in 34 States—Constantly Expanding 











SAINT PAUL 


A. M. MIKKELSON, Secy. 


siciinsineiniones 











MINNESOTA 


Do you want to locate in the Northwest? Wecan offer you 
liberal contracts in Minnesota, North Dakota or South Dakota. 


Write Us 


J. IVAN RHEA, Supt. of Agents 
sinenimmentneneeemnel 














COMMENTS ON GRAPHIC METHOD 














DWARD A. WOODS of Pitts- 

burgh, manager of the Equitable 

Life of New York and chairman 
of the program committee of the Na- 
tional Association of Life Underwriters, 
comments on graphic methods of open- 
ing an interview and some of the sug- 
gestions that have been made as to this 
feature of the national convention. 
Speaking of graphic methods Mr. 
Woods says: 

“There are two things to be said 
about the graphic methods: 

“First. I think they were unfor- 
tunate in using the name graphic meth- 
ods. A great many people did not 
get the idea. Some people use very 
elaborate charts that obviously the aver- 
age underwriter cannot carry along with 
him, thinking that was what was meant 
by graphic methods. I do not know 
what name we could use, but it should 
be the use of some object that one could 
see or touch in introducing the subject 
of life insurance, and that will lead the 
interview in the direction that he wishes 
it to’ take. Thus graphic was a mis- 
leading name. 

Is Making Progress 


“Second. As in the discussion of the 
so-called case method, which again may 
not be a fortunate name, it could hardly 
be expected that graphic methods should 
be apprehended by a large convention 
the first time it is used. Progress was 
undoubtedly made in the case method 
from possibly Cleveland and Cleveland 
to Toronto. I trust the graphic method 
will make similar progress. 

“There is no claim that there is any- 








ATLANTIC LIFE AGENCY RALLY 





Company “Aces” Meet With Home 
Office Officials at Pinehurst, N. C., 
for Big Three Day Session 





The annual convention of the “Aces” 
of the Atlantic Life was held this week 
at Pinehurst, N. C., Manager A. O. 
Swink of the Virginia territory leading 
the gathering, as he had the biggest 
total of personal business, over $1,500,- 
00. Richard L, Dobie, district manager 
at Dobie, was second with a total of 
$750,000. The meeting was held Mon- 
day, Tuesday and Wednesday of this 
week, some 35 agents who qualified as 
aces being present in addition to a large 
delegation from the home office. A 
special coach bearing home office offi- 
cials and other representatives of the 
company left Richmond Sunday night 
for Pinehurst. In the party were 
Charles G. Taylor, Jr., vice-president 
and actuary; Edmund Strudwick, Jr., 
vice-president; Dr. F. P. Rightor, med- 
ical director; F. P. Rice, assistant to 
Vice-President Talyor; Virginia Man- 
ager Swink, Arthur Levy and others. 

It was announced before departure of 
the party that the company is planning 
to move on May 1 from the Virginia 
Railway and Power building into the 
ten-story Chamber of Commerce build- 
ing which it bought several years ago. 
It will occupy four or five stories in 
its new home. It long ago outgrew 
its cramped quarters in the other build- 
ing. Prior to the purchase of the Cham- 
ber of Commerce building which stands 
at Sixth and Main streets, the company 
acquired a site at the southwest corner 
of Ninth and Franklin streets overlook- 
ing Capitol Square with a view of 
erecting a home office building there. 
It is understood that it has not aban- 
doned this plan altogether and may 
at some later date put up a handsome 
home for itself on that site. Just across 


Franklin street is the magnificent home 
of the Federal Reserve Bank of Rich- 
mond, and only a few blocks distance 
up the hill is the imposing home of the 








Life Insurance Company of Virginia. 
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—— t,o 
thing in particular new about the 
graphic method. Every solicitor who 
has done very much business has used § Governc 
it. He has shown, for example, his own Deser 
policy; an item in the morning paper 
about someone’s death; the picture of 
the man’s wife on his own desk; a check 
in payment of a claim; a sample policy 
a printed form of proposal, such as Ear| Gover 
Manning uses. A graphic method js §§vania w 
simply intended to gather together , 916 in his 
large number of these to show how jespecial 1 
such a method cou!d be used to intro. Wjof the 
duce the subject of insurance and hay |) Commis 
it take just the direction desired. For 7) Sproul 
example, if the desire is to introduce kept av 
the life income idea, showing a check | practical! 
for one month’s income, or showing an 7) Governc 
item in the morning paper how some |) The in 
estate, which was supposed to be large ized und 
had turned out insolvent, would be ap. Junder ¢ 
propriate as sort of a text in introducing ~~) Thomas 
me subject in the way you wanted it Se 
one. a recor 
Canadian Illustrations history | 
“The 50 illustrations of graphic meth- 
ods given in the report of the program The d 
as told by the Canadian Life Under- ~ ponalads« 
writers Association really give more spection 
ideas along the line intended than any- 7 policyho! 
thing else. For any experienced insur- 7 importar 
ance man to say he does not use graphic insuranc 
methods simply shows that we have not | other fo 
° is most 
gotten the idea over. Bor th 
“Franklin Ganse’s inheritance tax | leneiiiie 
wheel, a catalogue of a college in order 4 It is not 
to sell an educational policy, and a news- 7 in an ag 
paper account of the settlement of 2 | being in 
large estate, are all methods that are | ~ compreh 
intended to be covered by the word | ew 
‘ 7.90 Pvent fai 
graphic. » patrons, 
BB in. iq 
) assets to 
IOWA COMMISSIONER NAMED | Jind seve 
|} port ann 
William R. C. Kendrick, Now Assistant | _ Seggpe ne 
Attorney General, Appointed to | Soules 3 
Succeed A. C. Savage |) wise knc 
) rectly af 
, We ma 
DES MOINES, IA., Jan. 9—Wi | Pent stance 
liam R. C. Kendrick is the new insur | 7 departme 
ance commissioner for Iowa. His ap | © Present a 
pointment to succeed Arthur C. Savage | > °PSnizat 
was announced Saturday by Giese I called “p 
Kendall, It is anticipated that the ap- Es : 
pointment will be approved by the sen- 77 business 
ate and that he will be ready to take Min so ma 
over the duties of the office Feb. | § portance. 
when the term of Commissioner Savage BJ cials in’ « 
expires. Mr. Kendrick is an attorney Bj who are 
and has been serving for six years 4 seem imp 
assistant attorney general, with special organrant 
supervision over the legal phases of the affairs. 
insurance problems that have come be 
fore the state insurance department. 
He was named assistant attorney get- — 
eral by H. M. Havner and was retained BR joo) cup 
by the present incumbent, Ben Gibson ~ aoa — 
Mr. Kendrick is a native Iowan. He Life of F 
practiced law at Centerville and at Ke of his off 
okuk before removing to Des Moines BR... -i:,,, 
in 1917 to become assistant attorney B®. aah 3 
general. He has specialized in insur which ef 
ance, banking and corporation prob We ou 
lems, so that the governor considered mc = & 
him very well qualified for the place © B® oo). ae 
Door Apa ; three 
be vacated by Commissioner Savagt $3,000: f 
he new commissioner will beg $4,000 : fi 
immediately to study the insuranc aos J " 
problems that should go before the leg- entitled : 
islature. In this he will be assisted by Bp) "'C° f0 
Commissioner Savage, who had owt dential tha 
lined a constructive program along !* pr thr 
surance lines to present to the law hates mat 
makers. The appointment of M* : ame I 
. - J had insurance. 
Kendrick came after the governor caenl 
flatly told Commissioner Savage tha $300 0 th 
; ° *=00,000 
he would not reappoint him. 
Akr 
Chicago Agencies’ Record The F 
The combined Chicago agencies of tht BM pany, Ak 
Equitable Life of New York passed al! on by Mu 
previous monthly records in December, of the Pe 
paying for $4,700,000 in that month. The a Noy 
total paid business in Chicago ae Oe year ad 
2 i " 000. s. 
1922 is slightly over $40,000 $1,000,000, 
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COMMENTS ON OFFICIAL 


T. B. DONALDSON COMMENDED 





Governor Sproul of Pennsylvania Pays 
Deserved Tribute to the State In- 
surance Commissioner 





Governor W. C. Sproul of Pennsyl- 
vania who is to retire from office Jan. 
16 in his address to the legislature made 
special reference to the present conduct 
of the insurance department under 
Donaldson. Governor 


kept away from influence of socalled 


practical politics. Commenting further 


) Governor Sproul said: 
The insurance department was organ- 


ized under the act of June 12, 1911 and, 


Sunder the direction of Commissioner 


Thomas B. Donaldson, it has attained 
Jan efficiency notable among similar or- 
) ganizations throughout the country and 

a record of service unequaled in the 

history of the state. 


Care for Public Interest 


| The detailed report of Commissioner 
Donaldson shows a thoroughness of in- 
‘spection and a care for the interests of 
policyholders in all branches of the very 
important protective enterprises of fire 
insurance, life insurance and various 
other forms of this great business that 
is most gratifying. It is most difficult 
for the insurance department to offer 
tangible proof of its accomplishments. 
It is not a department which does much 
in an aggressive way, most of its work 





| patrons, rarely gain publicity. 


being in the nature of restrictions—a 


comprehensive series of “don'ts.” Its 
}examinations and warnings, which pre- 
)vent failures and consequent losses to 
Its work 
jin liquidation and the distribution of 


4 assets to sufferers from bankrupt seldom 


reached the public notice. Ten hundred 
and seventy insurance organizations re- 


' } port annually to this department. Its 


encouragement of lawful enterprises and 


| its efforts to justly regulate rates and 


secure justice in settlements, are like- 
wise known only to the individuals di- 


/ rectly affected. 


We may take great pride in the pres- 
ent standard of service in the insurance 
)department. It is to be hoped that the 


/ present absolute segregation of this fine 


on 


organization from the influence of so- 
called “practical politics” may be con- 
tinued. 


The ramifications of the insurance 


ay business and its relation to the people 
in so many directions are of vast im- 


“hs 


» portance. 
)cials in charge of the state supervision 


It is necessary to have offi- 


} who are so competent that it will not 


» seem impudent for them to tell business 






organizations how to 
affairs, 


conduct’ their 





Insures Own Force 


\s an evidence of appreciation of their 
loyal support and cooperation, Virginia 
Manager Angus O. Swink of the Atlantic 
Life of Richmond presented all employes 
of his office and all full-time agents in his 
territory a Christmas gift in the shape of 
a group policy of insurance, the plan of 
which is as follows: Those employed three 
months and less than two years, $1,000; 
two years and less than three years, $2,- 
000; three years and less than four years, 
$3,000; four years and less than five years, 
$4,000 ; five years and more, $5,000. The 
amount will be increased annually until 
entitled to the maximum amount ($5,000). 
he insurance was written in the Pru- 
dential through Thomas P. Reynolds, Vir- 
sinia manager for that company. The 
Atlantic Life does not write this form of 
msurance. The cost of the policy repre- 
sented the premium on approximately 
$200,000 worth of insurance. 





Akron Agency Wins Contest 


The Eaton-Handy-Harpham Com- 
pany, Akron, O.. won the contest put 
| by Murray & Walker. general agents 
of the Penn Mutual Life at Cleveland, 
trom Nov. 20 to Dec. 31. In the 42 


days this agency wrote 46 paid-for ap- 
Its mark for this year is 


Plications. 
$1,000,000. 











| 
| 


Exceptional 





Agency 





Opportunities 





Now Open in 





Arizona 
California 
Colorado 

Illinois 

Indiana 

lowa 

Kansas 
Michigan 
Minnesota 
Missouri 
Montana 
Nebraska 

New Jersey 
New Mexico 
North Carolina 
North Dakota 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
South Dakota 
Texas 
Utah 
Washington 
West Virginia 
Wisconsin 

















Freaks and Sword Swallowers 


They have an important place in 
Their counterparts are 
the spectacular salesmen who “put 
it over” by methods all their own. 


the circus. 


They do not need help. 


But the average conscientious life 
insurance salesman can use to ad- 
vantage all the direct aid his Home 


Office can give him. 


This is the theory upon which 
The Lincoln National Life Insurance 
Company worksto give its field men all 
the support possible. Since Lincoln 
Life officers have carried rate books 
themselves they have the advan- 
tage of knowing agency problems 
and of placing all the Home Office 
resources and energies on the job 


behind their men. 


The result has been a whole- 
hearted co-operation that makes it 


pay to 





The 
Lincoln National Life 


Insurance Company 


‘‘Its Name Indicates Its Character”’ 


Lincoln Life Building Fort Wayne, Ind. 
Now More Than $225,000,000 in Force 
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Cutting Down the Waste 


Lire insurance companies are doing 
more today than ever in studying the cause 
of the great turnover in the agency field. 
They find that the waste here is enormous. 
Out of every 100 men given a contract only 
a few stick to the business. A vast ma- 
jority fall by the wayside. This big turn- 
over has cost the companies hundreds oi 
thousands of dollars. Now that the busi- 
ness is harder to get than in 1919 and 1920, 
the companies are studying the question 
of agency development more seriously. 

This fact seems to be acknowledged 
without much dispute by agency leaders, 
viz., the tendency has been to give recruits 
too little preliminary training. They were 
sent into the field and left on their own 
resources without knowing how to be their 
own boss or without knowing how to meet 
the obstacles that would confront them. 
They became discouraged too early in the 
game and did not have the proper strength 
to carry them through. Agency managers, 
therefore, feel that it is incumbent on them 
to employ fewer men and to turn out more 
better ones. 

Companies may differ as to what meth- 
ods should be pursued to train men. Some 
have their own agency schools. Some be- 
lieve in the life insurance selling courses 
that have been established. Others rely 
on their correspondence courses. Others 
put the matter up to general agencies. The 


fact of the matter is, however, that home 
offices are stressing the necessity of doing 
more work before a man is sent out and 
also insist that the general agent or the 
supervisor keep in close contact with him 
for at least a year after he is appointed. 
A man starts out on his work with en- 
thusiasm. This zeal becomes dampened in 
course of a short time when he undertakes 
to put up his proposition to comparative 
strangers. 

Furthermore, life companies realize that 
the experimenting on the public with so 
many new men has tended to create prej- 
udice. When a salesman calls on a prospect 
the latter is impressed when he is in the 
hands of a master of his business. During 
the training period, the new men naturally 
have to do considerable laboratory work, 
so to speak. They must practice on pros- 
pects. However, this practicing should be 
reduced and it can be reduced by putting 
into the field a less number of men but 
making these men more efficient in 
every way possible by trainitig. 

Life insurance selling requires men of 
great sincerity, men who love the work 
and men who know what they selling and 
why. Probably one of the necessities of 
the day in life insurance is making the 
general agents or supervisors, who have 
charge of new men more efficient in educa- 
tional work. 


Sales Material in’Daily Press 


Wuat a wealth of life insurance sales 
material is to be found.in the daily press! 
Unfortunately, there is almost too much, 
bringing home only too cruelly the vi- 
cissitudes and dangers of life and the 
need for some sort of protection against 
them. 

Recently the terms of a trust fund left 
by ANnprEw CARNEGIE were published, a 
fund designed to take care of some 6,000 
dependent people who were on Mr. Car- 
negie’s pension list during his life. Some 
of these were employes of the steel mills 
in the old days and were down on Mr. 
Carnegie’s list for as little as $10 a month, 
yet the paper stated that this small regu- 
lar income was all that stood between 
many of these old people and downright 
starvation. Think of it, one man taking 
the place of a life insurance company for 
6,000 people. 

And here is a story of an old man, 91 
years old, visiting the police court and 
complaining that his daughter, to whom 
he gave $2,000 with the agreement that 
she was to take care of him the rest of 
his days, had kept him a short time at 
her home in Detroit and then sent him 
back to Cincinnati. He filed a formal 


charge in order to get his property back. 
How much better off he would be with an 
old age monthly income policy. 

Here is a story of the president of a 
large department store whose will is be- 
ing probated and who devised what the 
paper calls an entirely new form of trust 
which eliminates protracted court action 
and places the responsibility of adminis- 
tration in the hands of a bank. We all 
know how well a bank or a trust company 
can manage a property. No wonder that 
new plans are constantly being devised 
to keep up the value of an estate when 
its creator is gone. 

These are just a few out of the day’s 
morning paper. Nearly every newspaper 
story carries with it an undercurrent of 
tragedy, of destitution, ill health or help- 
lessness, which life insurance could help 
in some way. 

Why do life insurance agents have to 
feel that they need some new “issue,” like 
business insurance or inheritance tax in- 
surance or group or what not, when the 
eternal human tragedy is passing before 
their eyes in the life of nearly every in- 
dividual and they have the one remedy, if 
taken in time? 
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President George B. Stadden of the 
Franklin Life of Springfield, Ill, left 
this week for the south where he will 
sojourn until next spring. 


John D. Sage, president of the Union 
Central Life, left Wednesday for 
Toronto where he will be a guest at the 
75th anniversary celebration of the Can- 
ada Life, the oldest Canadian company. 


Harry L. Gordon, manager of the 
home office general agency ot the Ono 
National Life of Cincinnati has been 
made chairman of the Insurance Com- 
mittee in the Ohio House of Repre- 
sentatives. Mr. Gordon is a son of the 
late Harry L. Gordon, at one time lieu- 
tenant governor of Ohio. 

A. J. Koeppe, who is one of the bright 
and shining lights in the Union Central 
actuarial staff, was made one of the two 
assistant actuaries at the annual meet- 
ing this week. This was the only change 
made at the annual election. Mr. 
Koeppe is a fellow of the Actuarial So- 
ciety and is highly regarded in actuarial 
circles. 

Mrs. J. H. McNamara, wife of the 
president of the North American Life 
of Chicago, died at her home in Wil- 
mette, Ill, the other day. The inter- 
ment was at Des Moines, Ia., the old 
home of the McNamaras. Mrs. McNa- 
mara was a woman esteemed by her 
friends in every particular, She had 
been in delicate health for six months. 
Recently she returned from Battle 
Creek, Mich., seemingly much improved. 
Last Friday evening she died very sud- 
denly. 


Charles A. Mooney, of Mooney Bro- 
thers, state agents for the Michigan 
Mutual at Cleveland, will soon be back 
at his desk in Congress, following his 
success in the recent election. Mr, 
Mooney has already served two terms 
in the Ohio senate and a term in Con- 
gress. He lost out in the Republican 
landslide in 1920, but easily carried the 
7 Ohio district again last Novem- 
er. 

Along with his work as a public ser- 
vant, and in between times, Mr. Moo- 
ney has built up a_ successful agency 
writing a good volume of highclass 
business. 

Samuel Heifetz, manager of the in- 
surance exchange branch of the Chicago 
agency of the Mutual Life of New York, 
earned first place among all company 
producers in 1922, paying for a total of 

2,490,000, all placed on the annual pre- 
mium basis. Mr. Heifetz leads al! of 
the 8,000 agents of the Mutual Life in 
the country. It is the greatest year’s 
business he has ever paid for, although 
he has long been a leader and has three 
times paid for over $2,000,000. His 
1921 total was $1,906,000, his 1920 rec- 
ord was $2,271,000 and in 1915 he paid 
for $2,180,000. He has been with the 
Mutual Life in Chicago for eleven years 
and has made an enviable record for 
personal production. The Darby A. 
Day agency in Chicago, with which Mr. 
Heifetz is connected, has likewise taken 
first place among the country’s agen- 
cies, both of the Mutual Life and of all 
other companies. Mr. Day’s agency 
paid for $37,167,312, in December alone 
naying for $5,112,000, ° 

The Hall & McNamara agency of 
the Penn Mutual Life in New York 
City is the proud possessor of a framed 
copy of an application, policy and 
check bearing the name of William A. 
Law, president of the company. Presi- 
dent Law personally was “sold” for 
$20,000 by J. Elliott Hall while visiting 
the agency recently. Mr. Law had just 
addressed the agency force when, ac- 
cording to William H. Kingsley, vice- 
president in charge of agencies, “he was 
so impressed with the earnestness and 








activity of those who compose thz 
splendid organization that he voluyp. 
tarily stated he would then and ther 
take a policy.” Mr. Kingsley dray; 
the following moral from this incident 
“Do not ever allow your mind to har. 
bor the thought that there is any plac 
or circumstance where the possibility oj 
selling life insurance is not present, 


Frederick Spencer, an experience 
newspaper man, has been appointed edi. 
tor of the “National Life Messenger, 
published by the National Life of Ver. 
mont. He has been employed in Wor. 
cester, Mass., for the past 12 years op 
the Worcester “Gazette and Post.” Prior 


to that time he spent about three year! 


on the Washington “Post.” Mr. Sper 
cer will have charge of all other pub. 


lications and advertising of the Nationa? 


Life. 


The first policy issued by the Prov. 


dent Mutual Life of Philadelphia unde 
its present name was on the life of M 
Albert Linton, vice-president and asso- 
ciate actuary. In addition to being th 
first Provident Mutual policy, it wa 
also the first one to bring a policyholder 
up to the new limit of $100,000, 
previous limit was $75,000.) It isa 
monthly income endowment at age 6, 
the form upon which a _ considerabk 
portion of Mr. Linton’s previous insur 
ance was written. Mr. Linton contends 
that this is the best form of policy ever 
devised for protection of a family. 


James A. McVoy, vice-president o 
the Central States Life, in a brilliant 
address before the Kiwanis Club of & 
Louis last Thursday, brought home t 
those present the tremendous factor the 
insurance companies centered in & 
Louis have been in the development 


the community. Mr. McVoy and other a 
prominent insurance officials were the)” 


guests of honor of the club at the 

luncheon. He pointed out that the 

companies with home offices in & 

Louis have combined assets of $64,000; 
000. 

= . 

Robert C. Newman of the St. Loui 


agency of the Missouri State Life, who | 
for several years has been a member o 





the Quarter Million Club, had the hono | ~ 


of closing 1922 as the greatest indivit- 
ual producer among Moslic hustlers 


8 aie aT 1o 


(The 


te 


NM nena neg: 


with a mark of $2,000,000. In Decembe 7 


Newman was traveling at a $400,00 
per month pace. For Dec. 13-19 lt 
brought in $100,000 in paid-for, the same 
mark he attained the previous week 
James F. Halley, also of the St. Lous 
agency, was the runner-up for the lat 
ter period with $53,400 in paid-for. Wi: 
liam King, manager of the Grani 
Rapids, Mich., branch, landed third with 
$37,500. 


= 

A. L. Saltzstein, general agent of the 
New Engtand Mutual Life at Milwav- 
kee, and the Milwaukee agents tendereé 
a farewell dinner Saturday for William 
B. Marshutz, instructor of agents, who 
sails from New York Feb. 3 for a tmp 
around the world, Mrs. Marshutz wil 
accompany her husband on this trip 
J. N. Patterson acted as toastmaster. 

Frank A. Nurre, general agent of tht 
Connecticut General Life at Cincinnats 
has now rounded out his career with? 
new daughter at his home. This give 
him three boys and three girls. It is4 
great family. 


— 

Col. Ernest F. Young, agency direc 

tor 12 years for the New York Lit 

branch at Louisville, died Saturday, # 

his home in Louisville. The body w% 

taken to Charlotte, N. C., for burial 
Mr. Young was 63 years of age. 


James A. Maddox, manager of th 
Missouri State Life at Columbus, 0. 
who is very active in civic work, 53 
been elected president of the board © 
education of his city. 
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LIFE AGENCY CHANGES | 














MADE DES MOINES MANAGER 





A. P. Hohmann, Formerly with Mutual 
Life at St. Paul, Transferred 
to Iowa Post 





Albert P. Hohmann, formerly super- 
intendent of agencies of the Mutual 
Life of New York at its St. Paul and 





ALBERT P. HOHMANN 


Minneapolis agency, has been appointed 
manager of the Des Moines office. Mr. 
Hohmann has come up from the ranks. 
He first engaged in insurance work ‘as 
a solicitor for Mutua! Life of New 








York about six years ago and he is only 
31 years of age. His territory includes 
60 counties of Iowa. 

Associated with Mr. Hohmann as su- 
perintendent of agents is M. C. Galpin, 
who has been with the company three 
and one half years and was formerly 
in public school work. 

Mr. Hohmann is enthusiastic about 
the possibilities of his new post and he 
predicts a splendid volume of business 
from his agency this year. 





Colin Campbell 


Colin Campbell assumed control of 
the Penn Mutual Life agency in Okla- 
home City last week. He succeeds 
Charles W. Gunter, who leaves the in- 
surance business for the presidency of 
~ Liberty National bank of Oklahoma 

ity. 

Mr. Campbell has been associate gen- 
eral agent for the Northwestern Mutual 
Life for several years, and is known as 
one of the biggest producers in the life 
insurance field in Oklahoma. He was 
chairman of the finance committee that 
secured the state capital for Oklahoma 
City and was treasurer of the Oklahoma 
City Chamber of Commerce at one 
time. He was also the first president of 
the Oklahoma City Rotary Club and 
was for many years, while in the bank- 
ing business in Oklahoma City, a mem- 
ber of the executive committee of the 
State Bankers Association. 





Lester Welty 


Lester Welty has been appointed 
manager of the Clinton, Ia., office of 
the Massachusettts Mutual Life, which 
is just being opened as a branch of the 
general agency at Davenport and under 
the general supervision of Carl LeBuhn, 








general agent for eastern Iowa and 
western Illinois. Mr, Welty is graduate 
of Knox College of the class of 1920 
and has been with the Massachusetts 
Mutual in Clinton for two years. He 
will be assisted by Henry C. Schultz, 
who comes from Concordia, Kan., 
where he has spent 16 years as a sales- 
man. 





Miss Nelle D. Wilson 


James J. Harrison, vice-president of 
the Home Life & Accident of Little 
Rock, Ark., announces the appointment 
of Miss Nelle D. Wilson as a special 
agent in the life department. Miss 
Wilson was a student at the University 
of Arkansas and for seven years has 
been chief clerk with the extension 
service of the College of Agriculture of 
the University. In this capacity she 
transferred from Fayetteville to Little 
Rock three years ago. 

Miss Wilson is an active member of 
the Business and Professional Women’s 
Club of the Y. A. She will 
specialize in educational endowments 
and old age income policies. 


J. W. Brawley 


J. W. Brawley, who has been man- 
ager of the life insurance department of 
the Real Estate & Trust Company of 
Greensboro, N, C., has been appointed 
general agent for the Southern Life & 
Trust for Greensboro and _ vicinity. 
Plans are under way for the liquidation 
of the Real Estate & Trust Company 
which has represented the Southern 
Life & Trust prior to this time. Mr. 
srawley has been connected with the 
company in one capacity or another 
for over 12 years and has been one of 
the largest producers. He has won the 
presidency of the Pilot Club three times 
in succession. 








George E. Bennett 


George E. 
ciated with the 


formerly asso- 
Pearce general 


Bennett, 
Harold 





agency of the Guardian Life in Cleve- 
land, has been appointed state agent 
for Ohio of the Union Mutual, with 
offices in Cleveland. 

Mr. Bennett has been in the life in 
surance business only a few years, but 
has been a good writer and a consecu- 
tive producer over !ong periods. Plans 
are under way to enlarge the activities 
of the Cleveland agency to cover the 
interests of the company in the state. 





Leo Heymann 


Leo Heymann, well known life insur- 
ance man of Little Rock, Ark., has been 
appointed agency manager for the 
American Central Life of Indianapolis. 
The offices will be in room 631 South- 
ern Trust building. He was formerly 
with the Mutual Life of New York. 





H. E. Windham 


The Old Line Life of Milwaukee, 
Wis., has been licensed. in Oklahoma 
and has opened general agency offices 
in Oklahoma City, with H. E. Wind- 
ham, formerly with the American Na- 
tiona!, as general agent in charge of 
the state of Oklahoma. 





Floyd R. Miller 


Floyd R. Miller, former Millikin Col- 
lege basketball and track star, has been 
appointed district manager under the 
Decatur, Ill, agency of the Equitable 
Life of New York, in charge of seven 
counties in the Quincy territory. Mr 
Miller joined the Decatur: agency only 
two years ago and has been advanced 
to one of six district agents in the state 





A. T. Stark 


Stark of Minneapolis, 
been general agent of the American 
Life of Des Moines, until its merger 
with the Northern Life of Detroit, has 
been appointed general agent of th« 


who had 


oe 











STATE LIFE 


INSURANCE COMPANY 





INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE 


CONSERVATIVE 


The Growth of Oak—The Solidity of Granite 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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Continental Life Insurance 
Company 


WILMINGTON, DELAWARE 


PHILIP BURNET, President 





FIFTEENTH ANNUAL STATEMENT 
DECEMBER 31, 1922 


Admitted Assets, - - - $ 5,526,330 


145% of liabilities 
Liabilities, - - 
Only 69% of assets 


Excess of Assets }siniu, 's67,321¢ $ 1,703,531 


45% more than liabilities 


3,822,799 





New, Insurance, 9,039,763 


A gain of 23% 


Insurance in Force, - - 40,020,467 


Net increase 13% 











THE CONNECTICUT MUTUAL 


LIFE INSURANCE COMPANY 
Hartford, Conn. 


77th Year 


Paid Policyholders Since 1846 Over 
Three Hundred Sixty-Nine Million Dollars 





New and Materially Increased Dividend Scale for 1923 

















Splendid Business Openings 
for three live insurance men, big enough to qualify for 


Ground Floor General Agencies 
for one of the best companies. 


Northwestern National Life Insurance Co. 
HARRY WOOD BLOUNT, State Agent for Illinois : 
740 Continental & Commercial Bank Bldg. Chicago, Ill. 





National Life U. S. A. for southern 


Minnesota. 


International’s Arkansas Appointments 


Billy Winter and Felix Hampton of 
Marianna, Ark., have been appointed 
general agents for southern Arkansas 
by the International Life of St. Louis 
and will establish branch agencies at 
Helena and Forrest City. 


Appoints Harrisburg Representative 


The Pacific Mutual has appointed Brin- 
ton-Packer Company as general agents 
at Harrisburg, Pa. H. M. Hickey, a 
graduate of Carnegie Tech, has been 
made manager of both the life and non- 
cancellable departments, and will devote 
his entire time to developing and build- 
ing up the _ business. Although Mr. 
Hickey is a young man, he has shown 
marked ability in sales and organization 


work and will undoubtedly establish a 
successful business. 


Life Agency Notes 


Cc. Rankin Bishop and G. R. Strong of 
Little Rock have opened a branch agency 
of the Aetna Life at Marianna, Ark, — 


A. D. Rogers of Mullins, S. C., has been 
appointed agent for the Southern Life 
& Trust, succeeding his father, F. ¢ 
Rogers, whose death occurred a few 
weeks ago. 


The Mutual Life of New York is open. 
ing a pretentious branch office in Sioux 
City, Ila. The company has been repre. 
sented there for some time, but has de. 
cided to branch out considerably. J. PF 
Trotter is the new manager. 


Fred D. PenDell has been appointed 
special agent for the Old Line Life of 
Milwaukee, being associated with 
John L. Fox general agency at Fond dy 
Lac, Wis. 





county and Winnebago and Cutagami: | 


counties. 








WITH INDUSTRIAL MEN 














NEWS OF THE PRUDENTIAL 


Number of Promotions Have Been 
Made—Several Leaders in the 
Business Are Recognized 


Agent S. A. Wright of the Chicago 10 
district of the Prudential is again show- 
ing an enviable record for the current 
year. In addition to maintaining a fav- 
erable condition of account, he has made 
substantial progress in the production of 
industrial. His ability as an ordinary 
producer is reflected by the fact that he 
not only is the leading agent in Division 
“J” but is also listed high amongst the 
best producers of this class of business 
of the entire company. 

Agents Jesse A. Blair and Harley C. 
Cook of Tulsa, Ckla., have been promoted 
to the position of assistant superintend- 
ents in that district. 

Mortimer B. Emmons, agent, has been 
promoted to assistant superintendent at 
Red Bank, N. J. 

Agent Max Rosenzweig, of the Newark 
3 district, recently passed the $200,000 
mark in paid-for ordinary business. 
This agent is out for big things and has 
to his credit a $50,000 case. 

Assistant Superintendent Harry G. Gib- 
bons of the Los Angeles 2 district and 
his staff of agents are deserving of con- 
gratulations on their magnificent ordi- 
nary production for 1922. They not only 
lead their division in this department 
but when the final yearly returns are 
known it may be they will occupy second 
place in the entire Prudential force in 
ordinary. 

L. Raymond Geary of the Duquesne 
office, Braddock, Pa., district, is making 
an enviable record in his first year as 
an assistant superintendent. In addition 
to his splendid industrial showing, Mr. 
Geary is utilizing every means to empha- 
size ordinary production, 80 percent of 
his staff having followed his leadership 
by qualifying for the merit button 
awarded for conspicuous achievement in 
this branch. 

A fine achievement in the production 
of industrial increase is accorded to 
Emmet W. Beach and staff, of Washing- 
ton, D. C., district, who have won first 
place among all the assistancy staffs of 
Division N for the full year 1922. 

Assistant Superintendent Ray H. Stepp, 
of Memphis, Tenn., did a fine business 
for the full year of 1922 in industrial in- 
crease and stands number one among the 
assistant superintendency staffs of the 
southern group of Division N. 

Artie S. Baker, agent at Toledo, O., 
has been advanced to the position of 
assistant superintendent in that district. 

The final results for the year 1922 are 
posted and in the Canadian division Mon- 
treal No. 1 district easily leads in actual 
industrial increase, followed by Toronto 
2, Montreal 2, Toronto 3, Toronto 1 and 
Hamilton. It is worthy of note that 
Superintendent William White of Mon- 
treal 1 has this year not only the largest 
industrial increase ever obtained in 
Canada by any other district of its size, 
but he is also well ahead in ordinary net 
issue, a good year’s work indeed. 

M. L. Mohor, Jr. has been promoted 


from the position of inspector to that of 
superintendent of the Dover, N. H., dis- 











trict. 





Agent James E. Halliday, who operates 
in Massena, N. Y., and surrounding ter- 
ritory, is leading the Watertown staff in 
industrial. 

Agent W. H. McConnell of Detroit 3 
Mich., leads the entire agency force of 


Division P in amount of ordinary net | 


new business for the year. 

Agent Paul L. Wilhelm, who was an 
agent in Easton, Pa., has been promoted 
to an assistant superintendent in that 


district. F 


It looks very much as though Agent 
R. Krentzman of Louisville would carry 
off the honors in Division “G” in yearly 
industrial net increase. : 

Since his transfer from Toledo last 
August, where he made a creditable 
record, Agent Krentzman has conducted 
a whirlwind campaign for new business 
and even to the Louisville staff, the re- 
turns which have persistently followed 
his canvassing activities have afforded 
much food for thought and given him 
a reputation as a capable producer 
among unusually clever agents. 


WILL HOLD ANNUAL MEETING 


Western and Southern Will Entertain 
256 Agents and Superintendents 


This Week i 


The Western & Southern Life of 
Cincinnati on Friday and Saturday of 
this week will hold its annual convention 
at the home office, with about 256 sw- 
perintendents, assistants and _ agents 
present. The company has had a fine 
year and is completing the splendid new 
addition to its home office building. 
Friday morning will be devoted to re- 
newing acquaintances and to the pres: 
dent’s address. Friday afternoon there 
will be talks by Judge Lueders, a mem- 
ber of the board, Vice-President Clyde 
P. Johnson, Secretary John F. Ruebl- 
mann, Actuary Stilwell, Assistant Secre- 
tary H. Head and Dr. Jones. Friday 
night there will be a theatre party. 

Saturday morning talks will be give? 
by the five superintendents of aget- 
cies, J. N. Reinhard, M. D. Schreiber, 
Lewis Stentz, S. H. Smith and Wm 
Klusmeier. 

Lewis Stentz, for many years the 
company’s superintendent of agencies, 
who retired from its service some time 
ago, has returned to the company 0 
Jan. 1 as one of the division superin: 
tendents. Mr. Stentz will be welcomed 
back to the ranks of the Western & 
Southern by his many old friends ™ 
the company. 

This year the anniversary dinner wil 
be held in the company’s dining room 
at 1 o'clock, instead of in the evening 
Arthur I. Vorys, Vice-President Chas 
F. Williams and others will speak amd 
special recognition will be given to th¢ 


men present who have been in te 
service of the company 25 years of 
more. 


The Western & Southern is one of 
the powerful life insurance organiza 
tions of the west and has made rapid 
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Mr. PenDell’s territory will 7 
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lish a trides. It has a strong home office 
aggregation with all departments well 
organized and is going ahead at a pace 
that places it among the leaders. 

ong of 

"I CHANGES OF JOHN HANCOCK 

8s been 

"tt ) Promotions and Transfers Are An- 

a few nounced—Number of Men Are 

open See Sy ae ee THE PAN-AMERICAN WANTS to establish 

Sioux 


repre- The following ave een romote ‘ ‘ ; 
=> a ao ane aan Z On nage General Agencies in Six of the largest 


) the John Hancock Mutual in the districts 


ointed f of their service: ' Jay B. Farrington, — ° ° 
canted I Giens Falls, N. ¥.; Patrick J. O'Brien, Cities in the Middle Western States, where 


h the |) McKeesport, Pa.; Walter Brown, Staten 

nd dy |) Island, N. Y.; Jas. W. Wilkinson, Provi- 

y will 98 dence, R. I.; Joseph Bolsiewicz, Pitts- 

aA Ree spain they are not now represented. 


eam ‘4 Wilfred Burton is transferred from 
} agent at Pawtucket, R. I, to an as- 
) sistancy at New London, Conn.; Eugene 
) M. Shute, from agent at Malden to as- J h 
» sistant superintendent at Lowell, Mass.; 7 l b d 
Gelseppe Volpe, from agent at Phitedel he men who will be selected for these 
phia I to assistant superintendent at — ® 
— Trenton, N. J.; Leonard Smith, from 
srate pagent at Philadelphia IV to. an as- positions must be trained men of good repu- 
= ter- sistancy at Germantown, Pa.; Carl 


aff ’ Klein, from agent at Bridgeport, Conn., i i 

e) Bee tations, with records for personal produc- 
oi » den, Conn. 

oit 3. 4 ae orl Kerwin is promoted from 


. by . >. 

, \ agent to the position of assistant-at- 

Ai a tion. They must know how to organize 
as an | transferred from assistant superinten- 


noted 4 dent at New London, Conn., to same ca- and manage an Agency force. The men 





that ) pacity at the Norwich, Conn., office, under 
» the same agency. 

Agent [) e e e 

carn 2 who meet these requirements will be given 
las [BB of tne Prudential at Richmond, ‘Vas, in General Agency Contracts, liberal in their 
able approaching a prospect at his or her 

ucted ) home announces that he has called to . . 

© oF [il SROHT © carvien, met mersiy to seit terms, and moral and financial assistance 


— ) prospect has had a number of agents 
— | eall, and he must make it plain that he f h ie 

him | has a plan especially adapted to his Tom t e€ ompany. 

lucer | prospect’s needs. He does not try to talk 

| through the screen door but tries to 

| > make his approach in such a manner 

‘ING | that he will be invited to enter the home. 








i _He believes that once an agent is in- a 
ctain HE *itc? te, enter, the prospect ts over half PAN-AMERICAN SERVICE INCLUDES: 
rs three things with me when I go can- 
vassing. First, a kindly smile, second, r . oe 
fig ‘te firm conviction that the service I am Pan-American Standard Accident Policies 
going to render has long been a 
: hird, ati y a ° ° = 
¢ of [7 need with @ Prudential policy.” Pan-American Accident and Health Policies 
ntion = . ” ° ee 
oo ieee 0: eee Mee Pan-American Non-Cancellable Accident Policies 
ents The g k followi i ici 
ee ee 6 ee Pan-American Non-Cancellable Income Policies 
' #) superintend b he West & South- ° *_* 
a Pan-American Sub-Standard Policies, for Under 
q Cc. Sterling, Oil City; C. W , Co- . 
ae lumbus South; S. R. Taeteman, ‘Wheeling; Average Lives 
. P. Lewis, G d Rapids; T. P. Vi - 
het¢ HB cieveland North; W. Welr, Edgewater: Pan-American Low Cost Life Insurance Policies. 
1em- C. Coffman, Cambridge; A. J. Fergus, 
lyde Edgewater; H. H. Palmer, Ann Arbor; 
iehl- R. Pike, Pittsburgh South. 
ocre- The following assistant superinten- 
iday dents have been transferred: 
; _ H. H. Wilson, from Jackson to Lans- Address: 
iven ing. . 
we mn F. Barnett, from Ann Arbor to 
iber, “lint. 
Vm. E. G. SIMMONS, Vice-President and General Manager 
the Wisconsin Superintendent Dies 


cien Frederick J. Reule, Oshkosh, Wis., | If 

saad superintendent for the Metropolitan Life, 

im and well known in Wisconsin life under- 

on writing circles, died at his home in that = 


rine city after a short illness of scarlet fever. 
med Mr. Reule was prominent in fraternal 


| oi Life Insurance Company 


Prudential’s Minnesota Change 





“ill i 

he . ~~ St. Cloud, Minn., district of the NEW A 
-rudential, embracing several of the im- 

ing. portant towns in northern and central ORLE NS 
has Minnesota, has been taken over by the U.S.A 

aad seneral agency at Minneapolis. No ian 


rH change has been made in the personnel 
t of the St. Cloud district, 





the 

f ° 

" President Rupert F. Fry of the Old 
of Line Life of Milwaukee, Wis., slipped 


me and fell last week, dislocating his shoul- 
er der. He is going to White Sulphur 
ip! Springs to spend several weeks. 
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Splendid territory open in Missouri, Kansas, 
Texas, Oklahoma, Illinois, Minnesota, Ohio 
and West Virginia. 


Up-to-the-minute policies. 
contracts. 


Correspondence Course in 
manship. 


Sub-standard business accepted. 
Novel way of financing General Agents. 
Write in confidence 


Liberal agency 


Insurance Sales- 


FRANK W. ENGEL, Agency Manager 


American National Assurance Company 
3719 Washington Avenue 
St. Louis, Mo. 




















MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


INCORPORATED IN 1851 SPRINGFIELD, MASSACHUSETTS 


A company which throughout the seventy years 
of its history has ever enjoyed—because of its 
square dealing toward all and its long record of 
low net cost—the good will of its policyholders, 
the confidence and esteem of the insuring public, 
and the loyalty of its representatives. 


JOSEPH C. BEHAN, Superintendent of Agencies 











— 
| Great Southern Life Insurance Company 
DALLAS—HOUSTON 


| Assets Over . . . . $10,000,000.00 
Insurance in Force Over $100,000,000.00 
Offers Liberal Cantracts to Reliable Agents in Texas, 


i Oklahoma, Missouri, Kansas, Arkansas, Louisiana, New 
Mexico and Mississippi. 











| Policies up to date 
Write 
F, W. GRIFFIN E. P. GREENWOOD 
t. Agencies or ident 
ouston, Texas Dallas, Texas 
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Policy Literature, Rate Books, etc. 
Diges 
PRICE. $3.50 and $2.00 respectively. 


NEWS ABOUT 
| 
a 


New Policies, eben Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the “Unique Manual- 


t’’ and “Little Gem,” Published Annually in May and April respectively. 














CENTRAL STATES’ NEW RATES 


Missouri Company Announces Reduc- 
tion in Rates, Extension in Age 
Limits and Other Changes 


The Central States Life of St. Louis, 
Mo., has issued a mew rate book, with 
a rearrangement of all policies written 
by the company and changes in rates 
on both participating and non-partici- 
pating forms. The marked changes 
are noted in connection with the non- 
participating policies, the new rates be- 
ing considerably !ower than the old 
scale, the decrease being about 10 per- 
cent. Premium rates have also been 
extended to cover from ages 10 to 65, 
with endowments on the ten year plan 
being issued up to age 70, the former 
practice being to write only from age 
20 to 60. Double indemnity rates have 
also been reduced to $1.75 per $1,000. 
There are many other smaller changes, 
the company listing some 21 improve- 
ments in its letter to the agents. The 
new rates on the three main policies are 
as follows: 





+ Par. ~ -— Non-Par. —, 

20- 20- 20- 20- 

Ord. Ri, Pay. Ord. Yr. Pay. 

Age Life nd. Life Life End. Life 
0 he -12 $48. 68 $25.36 $12.80 $40.40 $20.41 
11... 17.17 48.73 25.41 12.85 40.45 20.46 
12... 17.22 48.78 25.46 12.90 40.50 20.51 
13... 17.27 48.83 25.51 12.95 40.55 20.56 
14... 17.32 48.88 25.56 13.00 40.60 20.61 
15... 17.37 48.93 25.61 13.05 40.65 20.66 
16... 17.56 48.97 25.91 13.30 40.70 20.96 
17... 17.79 49.02 26.24 13.58 40.75 21.28 
18... 18.06 49.08 26.60 13.86 40.82 21.61 
19... 18.37 49.15 26.99 14.15 40.87 21.95 
20... 18.72 49.23 27.41 14.46 40.94 22.30 
21... 19.11 49.32 27.86 14.78 41.00 22.66 
22... 19.51 49.41 28.30 15.13 41.06 23.04 
23... 19.95 49.51 28.77 15.49 41.14 23.44 
24... 20.40 49.60 29.26 15.86 41.23 23.85 
25... 20.86 49.71 29.78 16.25 41.32 24.28 
26... 21.385 49.82 30.30 16.67 41.41 24.72 
27... 21.88 49.95 30.85 17.10 41.50 25.18 
28... 22.42 50.08 31.42 17.57 41.60 25.66 
29... 23.00 50.23 32.01 18.05 41.72 26.16 
30... 23.61 50.39 32.63 18.56 41.84 26.67 
31... 24.25 50.57 33.29 19.10 41.97 27.21 
32... 24.92 50.75 33.96 19.67 42.13 27.78 
33... 25.63 50.95 34.65 20.27 42.28 28.36 
34... 26.38 51.18 35.39 20.91 42.46 28.98 
35... 27.18 51.43 36.17 21.58 42.65 29.61 
36... 28.03 51.70 36.98 22.28 42.87 30.28 
37... 28.91 52.01 37.81 23.04 43.10 30.99 
38... 29.85 52.34 38.69 23.84 43.36 31.71 
39... 30.85 52.70 39.62 24.68 43.65 32.48 
40... 31.90 53.12 40.60 25.58 43.98 33.29 
41... 33.04 53.57 41.63 26.52 44.37 34.17 
42... 34.22 54.08 42.71 27.54 44.82 35.09 
43... 35.49 54.63 43.85 28.62 45.30 36.07 
44... 36.85 55.27 45.07 29.77 45.85 37.11 

45... 38.29 55.96 46.35 30.99 46.45 38.2 
46... 39.80 56.72 47.69 32.35 47.21 39.47 
47... 41.44 57.59 49.13 33.80 48.05 40.82 
48... 43.17 58.54 50.66 35.35 48.96 42.25 
49... 45.02 59.60 52.28 37.02 49.95 43.76 
50... 47.01 60.77 54.00 38.79 51.06 45.38 
51... 49.12 62.08 55.85 40.66 52.25 47.06 
52... 51.35 63.49 57.80 42.68 53.57 48.82 
53... 53.74 65.07 59.89 44.84 55.01 50.69 
54... 56.31 66.81 62.13 47.13 56.59 52.69 
55... 59.03 68.73 64.51 49.58 58.35 54.84 
56... 61.94 70.84 67.36 52.12 60.18 57.05 
57... 65.05 73.15 69.85 54.82 62.18 59.42 
58... 68.37 75.67 72.66 57.72 64.39 61.97 
59... 71.93 78.41 75.79 60.81 66.80 64.70 
60... 75.73 81.38 79.14 64.11 69.43 67.63 
61... 79.78 coe BR GES ccos Fe 
62... 84.10 86.80 71.45 74.22 
63... 88.71 91.11 75.52 77.92 
64... 93.6 95.74 79.88 81.92 
65... 98.88 100.69 84.55 86.24 


Western States Life 


The Western States Life of San Fran- 
cisco has issued a new policy form for 
its 20-payment life coupon savings pol- 
icy, with several new features and an 
entirely new design. The disability 
benefit has been liberalized and clarified, 
the new clause recognizing three months 
disability as presumption of permanence, 
although payment will not be withheld 
for three months, if proof of permanent 
and total disability is given. The air- 
plane clause has also been removed from 
the policy, as the company believes the 
period of excessive hazard on this risk 
is over. The policy conditions have been 
rearranged and the important facts 
brought out in a clear manner. 





CONNECTICUT MUTUAL SCALE 


Increased Dividends Put Company on 
Better Than Pre-War Basis, Espe- 
cially at Younger Ages 


Announcement of a new and great! 
increased dividend scale was made }) 
the Connecticut Mutual Life at the an. 
nual conference of general agents of th 
company, held in 


pany back on a pre-war basis in al! 
cases, and on an even better basis jp 
many cases. Term policy dividend 
show an increase over last year of 10 
percent. Other forms show increase 
of from 35 to 50 percent, the increase: 
being especially noted in the younger 


ages. The scale at five year intervak 
on policies of $1,000 for ordinary, % 
pay life and 20 year endowment, are a 
follows: 
Ordinary Life 
a ad 
Is- 
sued Age Age Age Age Age Ag 
in 20 25 35 45 50 60 
3 3 $ $ $ $ 
1922 3.25 3.46 4.06 5.09 5.90 835: 
1921 3.35 3.58 4.24 5.38 6.26 9.07 
1920 3.46 3.71 4.44 5.67 6.61 95 
1919 3.57 3.84 4.63 5.97 6.96 10.0 
1918 3.68 3.97 4.84 6.27 7.33 10.53 
1917 3.79 4.12 5.05 6.57 7.69 11.0 
1916 3.92 4.26 5.25 6.88 8.05 11.5: 
1915 4.03 4.41 5.48 7.20 8.42 119 
1914 4.16 4.57 5.71 7.52 8.79 124 
1913 4.30 4.72 5.93 7.85 9.16 129 
1912 4.43 4.88 6.17 8.18 9.54 13. 
1911 4.57 5.06 6.41 8.50 9.91 1338 
1910 4.71 5.23 6.66 8.84 10.28 142 
1909 4.87 5.40 6.91 9.16 10.65 14.63 
1908 5.01 5.60 7.17 9.50 11.01 15.0 
1907 5.17 5.77 7.43 9.83 11.39 15.4 
1906 5.34 5.97 7.69 10.17 11.74 158 
1905 5.50 6.17 7.97 10.51 12.09 16.2 
1904 5.67 6.37 8.24 10.83 12.45 166 
20-Year Endowment 
Policy 
Is- 
sued Age Age Age Age Age Ag 
in 20 25 35 45 502355 
$ $ $ $ $ $ 
1922 6.10 6.13 6.23 6.57 6.95 7.58 
1921 659 6.62 6.72 7.08 7.47 8&1) 
1920 7.12 7.14 7.25 7.61 8.01 86 
1919 7.65 7.67 7.78 8.15 856 92 
1918 8.20 8.23 8.34 8.72 9.13 98 
1917 8.78 8.80 8.91 9.29 9.71 104 
1916 9.38 9.40 9.51 9.89 10.31 11.0) 
1915 10.00 10.02 10.13 10.51 10.92 114 
1914 10.64 10.66 10.76 11.14 11.55 122 
1913 11.31 11.33 11.43 11.80 12.19 128 
1912 11.99 12.01 12.11 12.47 12.86 13.5 
1911 12.72 12.73 12.83 13.17 13.54 14.1 
1910 13.46 13.48 13.57 13.89 14.25 14.8 
1909 14.23 14.24 14.34 14.65 14.99 15.5 
1908 15.04 15.05 15.14 15.43 15.75 16.3 
1907 15.87 15.88 15.97 16.25 16.56 17.) 
1906 16.73 16.74 16.83 17.09 17.39 17.9 
1905 17.63 17.65 17.73 18.00 18.29 18.7 
1904 18.56 18.59 18.67 18.93 19.24 197 
20-Pay Life 
Policy 
Is- 
sued Age Age Age Age Age Ag 
in 20 25 35 45 50 556 
$ $ $ $ - 
1922 3.42 3.57 3.98 4.60 5.06 5.4 
1921 3.65 3.83 4.29 5.00 5.51 6. 
1920 3.89 4.10 4.62 5.40 5.97 6.6" 
1919 4.14 4.37 4.96 5.83 643 77 
1918 4.40 4.66 5.31 6.26 6.91 «4! 
1917 4.67 4.96 5.67 6.70 7.39 8.2 
1916 4.94 5.26 6.04 7.17 7.89 8.7 
1915 5.23 5.58 6.43 7.63 8.38 9.3! 
1914 5.53 5.90 6.83 8.10 8.90 9.84 
1913 5.84 6.24 7.25 8.60 9.42 10.3 
1912 6.16 6.59 7.67 9.10 9.96 10% 
1911 6.49 6.96 8.11 9.61 10.50 11.0! 
1910 6.83 7.33 8.56 10.15 11.06 120 
1909 7.18 7.72 9.03 10.69 11.64 12% 
1908 7.55 8.12 9.52 11.25 12.22 Te 
1907 7.93 8.54 10.02 11.83 12.83 13.9! 
1906 8.33 8.97 10.563 12.42 13.46 14.9 
1905 8.73 9.42 11.07 13.04 14.11 eH 
1904 9.16 9.88 11.63 13.68 14.79 155 





Missouri State Life 


The Missouri State Life plans to iss 
in the near future substandard insur 
ance on female lives for limited and ce™ 
tain impairments, according to notices 
that have been mailed by Dr, B. Y. Ja 
dor, medical director, to agents for t 
company. 2 

formerly limited 


the company 


Chicago last week. | 
The new scale announced puts the com. | 
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substandard business to the limits fixed 
by the table in its rate book, but it is 
now accepting risks with a much higher 
expected mortality at rates that are 
sufficient to cover the increased hazard. 
It is also considering accepting a num- 
ber of other classes of impaired male 
lives with an age limit of from 15 to 55. 


HOME LIFE DIVIDEND SCALE 


New York Company Announces Re- 
turns for First Three Months, With 
Probability of Continuance 


The Home Life of New York has 
declared its dividend schedule for the 
first three months of the year 1923. In 
all probabilities, if the surplus of the 
company is satisfactory, this basis wi!l 
be approved for the complete year by 
the board of directors at its meeting this 
month. The dividends at five year in- 
tervals on the leading policies are as 
follows: 

. Ordinary Life 





21 25 35 45 55 60 
$ 3 $ 3 3 3 
.18.40 20.14 26.35 37.08 56.93 72.83 
3.37 3.48 3.86 4.51 5.72 6.69 
. 3.47 3.60 4.04 4.78 6.12 7.16 
. 3.58 3.72 4.22 5.06 6.52 7.63 
. 3.68 3.84 4.40 5.34 6.92 8.10 
. 3.80 3.98 4.60 5.62 7.32 8.56 
. 3.91 4.11 4.80 5.92 7.73 9.02 
. 4.03 4.25 5.00 6.21 8.13 9.48 
. 4.15 4.39 5.21 6.51 8.53 9.93 
. 4.28 4.53 5.42 6.82 8.93 10.37 
. 441 4.68 5.64 7.12 9.33 10.80 
4.54 4.84 5.86 7.43 9.72 11.23 
. 4.68 5.00 6.10 7.75 10.11 11.64 
20-Payment Life 
$ t $ 3 $ 3 
Prem... .28.25 30.12 36.22 45.73 62.68 76.60 
1922 .... 3.76 3.88 4.25 86 5.95 6.84 
1921 . 3.99 4.12 4.56 5.24 6.42 7.36 
1920 . 4.23 4.38 4.87 5.63 6.90 7.88 
1919 . 4.47 4.64 5.19 6.03 7.38 8.41 
1918 . 4.72 4.91 5.52 6.44 7.87 8.93 
1917 . 4.98 5.19 5.87 6.86 8.37 9.45 
1916.... 5.25 5.48 6.22 7.30 8.87 9.98 
1915 . 5.53 5.78 6.59 7.74 9.37 10.50 
1914 . 5.82 6.10 6.97 8.20 9.89 11.03 
1913 . 6.12 6.42 7.36 8.66 10.40 11.56 
1912 - 6.42 6.75 7.77 9.14 10.93 12.09 
1911 . 6.74 7.10 8.19 9.63 11.47 12.63 
20-Year Endowment 
$ $ $ $ $ $ 
Prem 47.75 48.15 49.85 54.22 66.36 78.48 
1922.... 4.55 4.60 4.80 5.20 6.10 6.92 
1921 5.02 5.07 5.27 5.69 6.62 7.46 
1920.... 5.51 5.56 5.77 6.19 7.14 8.01 
1919 . 6.02 6.07 6.28 6.71 7.68 8.56 
1918 - 6.55 6.60 6.80 7.24 8.22 9.11 
1917 - 7.10 7.15 7.35 7.79 8.78 9.68 
1916 . 7.66 7.72 7.92 8.36 9.34 10.23 
1915 - 8.25 8.30 8.50 8.95 9.92 10.79 
1914 . 8.86 8.92 9.11 9.55 10.50 11.36 
1913 .... 9.50 9.55 9.74 10.17 11.10 11.94 
1912 ....10.16 10.21 10.40 10.81 11.72 12.52 
1911 ....10.84 10.89 11.08 11.48 12.35 13.12 


La Fayette Life 


A new clause relating to military and 
naval service has been adopted by the 
La Fayette Life of La Fayette, Ind. It 
reads as follows: 

“Such service in -time of war shall 
automatically void any disability or in- 
demnity benefits issued in rider form in 
connection with this policy, and in event 
of the death of the insured while en- 
gaged in combat with the enemy or dur- 
ing enemy operations, or of death occur- 
ring within twelve months from injury 
received therein, the liability of the com- 
pany under this policy shall be limited 
to an amount equal to the sum of the 
premiums paid, with interest thereon at 
the rate of 3% percent per annum, but 
not exceeding the face amount of the 
policy. After discharge from such serv- 
ice any such additional benefits may be 
reinstated upon evidence of insurability 
Satisfactory to the company.” 


Northwestern National 


The Northwestern National Life of 
Minneapolis has announced the promul- 
gation of a new rate book and the is- 
Suance of a complete new line of poli- 
cies. The forms have been changed 
throughout and some additions made, as 
well as some withdrawals made, Four 
new policies are added. The monthly 
income policy with ten-year income sup- 
plements the 20-year plan now in use on 
ordinary, 20-pay and 20-year endow- 
ment; continuous monthly income on the 
Same three forms is issued with either 
10 or 20 years certain, plus life of bene- 
ficiary; retirement income has been 
changed to include disability and cash 
value at maturity, and the 20-year en- 
dowment, continuous monthly income, 
as well as the indebtedness term poli- 
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Make The Most of 
Them 


There are twelve months ahead of you in 1923. Make the 
most of them. Let every day see you farther along your way 
toward increased production. Set a goal. Aspire to reach it. 
Let nothing stand in your way that would impede your progress. 
Drive toward your goal with relentless courage. 


Meet competition with a thorough knowledge of the facilities, 
ability and integrity of the Peoples Life. It is helping many 
agents in a constructive way. It can likewise be of service to 
you in making the most of yourself during 1923. 


PEOPLES LIFE 
INSURANCE COMPANY 


Frankfort, Indiana 






































THE NATIONAL UNDERWRITER 


January 11, 1923 



































































































16 
cies are withdrawn. The policy forms ——== ; 
are completely changed. The substand- | NEN 
e e ard forms are changed, the method of NEWS OF COMPANIES 
G 1 Goin ? rating having been limited to one sys- eeiieieaieetneameiiis 
Ce) ng g: tem, instead of the three in use hereto- ‘ 
fore. Now the multiple table method by Missouri State Life—It announces that 
; ; which the premium and policy values are | December was the largest month in its 
Recently we published a list of calculated on mortality tables will be | history, its new business exclusive of 
States In which we had openings for used, the lien method and rating up plan | group being $14,569,888. In January, 
° 4 ° having been withdrawn. The occupa- | 1921, its business amounted to $8,418, 390. 
direct Home Office Agencies provid- tional manual is revised and enlarged. ; In August it amounted to $10,347,075. 
The disability and double indemnity 
ing liberal first year commissions, clauses have been improved and made oe 2 
splendid renewals, and an ideal ar- retroactive to all policies. All paid-up | Provident Mutual Life—Annual report 
insurance is made participating. for year 1922 shows 26, policies is- 
rangement for financing the Agency. qusume sued during year, insuring $86,961,424. 
Following is the original list. Cities checked in- Great West of Canada Total business now in force, $618,804,221, 
h l h b filled : or 226,483 policies. Distribution of sur- 
dicate that these places have been e The Great West Life of Canada has/ pjus on policies, $3,243,620.19. Endow- 
Orleans announced its new dividend schedule for| ment policies matured and paid during 
VCleveland, Ohio New » Lo 1923, the new scale for ordinary life,| the year, $4,080,791.90. Total amount 
Columbus, Ohio Rockford, IL 20-pay life and 20-year endowment being | paid for death claims since organization 
Cincinnati, Ohio V Springfield, +. as follows: ‘ 7 company in 1865—$67,592,175.16. Death 
V Richmond, Va. Des Moines, a. Ordinary Life claims paid during the year (838 deaths) 
V Knoxville, Tenn. Sioux City, la. $3,827,003. Total amount paid for ma- 
V Nashville, Tenn. —- City, Mo. Age .... - ' * ry ° * tured endowment policies since organi- 
Chattanooga, Tenn. Topeka, ° ° zation of company in 1865—$68,571,000.28. 
rs 4 My 20. 27. ‘ 46.70 59.30 . ~ 
V Memphis, Tenn. Missoula, Mont. om. GENO SEP Sie Saee Cave Premiums and annuities received during 
VIndianapolis, Ind. Helena, Mont. year og | the year $21,901,413.64. Interest received 
. . § 9 
Grand Rapids, Mich. VDenver, Colo. Lew seees 3.09 3.28 3.95 $05 5.70 8.38 on assets, $6,284,802.44. 
Roanoke, Va. V Huron, S. D. aia 3.70 4.05 5.00 6.10 7.05 12.88 ses 
Gecccee 4.0 4.4 . ty 7. ° 
Behind the Agency contract which we offer there are Dinwvsens 4.40 4.85 6.10 7.25 8.35 tf Penn Mutual Life—During 1922 the 
42 years of honorable dealing. The Company is purely meee Be Be Be Bg te NB nadie 
mutual. It was one of eleven that did not cut dividends etceos 5.50 6.05 7.55 8.90 10.30 13.20 | 1° OMe SB Oey tee ty or 38 percent 
during the Influenza and War, in addition to which a new + 5.85 6.45 8.05 9.40 10.95 13.90) oo ia ‘aaitas Gon tie. wenn 
= ll th Id ne Miaccees 6.20 6.85 8.55 9.95 11.60 14.60 | © ota § y . 
dividend schedule, substantially increasing the old one, aia 6.55 7.25 9.00 10.45 12.25 15.30| Total written business for December, 
was announced September Ist. — aabsteiade 6.95 7.65 9.45 11.00 12.85 16.00 | 1922, was $25,868,153, a gain of $7,845,695 
Address in confidence > aon tee SSE Dae tote tres teas | over previous Deoember: total pald-for 
teltieeabeds % : t % business in December, ,536, » & gain 
* ° ° eee F . > . 
0. J. LACY, 2d Vice-President, in Charge of Agencies — elcipbarat: tH He +4 ase et at Se hae of $3,293,958 over previous December. 
Th Mi M l Lif I C ESS 8.95 9.60 11.35 13.75 15.70 19.50 Total written geen a jane ree ee 
« including revivals and a ons, 7,- 
e Minnesota on Life Insurance Company 20-Payment Life ctatiog voetiane ant attains, St- 
t. Pp ose sake es'ne an‘ne ss ‘te eke over previous year. Total paid-for busi- 
rem <6. . o- . . . ness for year 1922, $157,193,448, which is 
: eteeetdiees ey 4 +2 ed eh ae a gain of $20,683,910 over previous year. 
3. 3.90 4.25 5.45 6.50 7.25 9.55 Waiver of premium and disability an- 
4. . 4.30 4.70 6.05 7.2 8.00 10.25 | nuity, 1922, $58,760,455, gain of $12,114,- 
5. . 4.70 5.20 6.60 7.90 8.75 10.95 | 542 over previous year. Double indem- 
> : eo pet +4 ee} Be te nity for year 1922, $24,701,730. Reinsur- 
. « Oo 4 ‘. 7. ° . , 
1867 FQUITABLE LIFE 1922 || fcc 2 28 Hat 1s HAG | se Setatint tah see tr 
10. * 700 7190 9:80 11.50 12°50 14.46 | 1922, $11,198,637.46, which is an increase 
11, . 7.65 8.50 10.50 12.25 13.25 15.15 | of $1,974,733.86 over previous year. 
Insurance Company 12.00... 835 915 11-20 13.05 14.00 15.85 | Waiver of premium and disability an- 
“* + 9 ?. : . : . nuity allowance for 1922, $11,268.99. 
14.. - 9.85 10.55 12.65 14.55 15.50 17.25 . . , 
OF IOWA 16. :10.60 11:25 15.35 15.30 16.50 17.98 Double indemnity claims for year, none. 
a --12.10 12.75 14.85 16.85 17.75 19.35 , , es a 
7 Girard Life—<Albert ort, secretary 
20-Year Endowment 
and actuary, reports 1922 the best year 
Results of 1921 $ $ $ $ $ $ in the history of company. Insurance in 
2 gi Prem... .46.90 47.30 49.50 54.10 58.40 65.40 | force was increased about $2,500,000 in 
Imeurance in force ........ ce eeeeeee e+ $286,9394,616.49 Lewes. 4-60 4.80 6.30 5.70 5.85 6.20] year, and now totals about $20,800,000 
enn SF A. pe i i  §§ ©6©=©—”l gg O@ O94 BAM MA COE] Beccccee . S > . . 10 Be : 4 . 
Admitted Assets... ... ceceeccecccseee $ 39,234,839.04 abe eis 640 660 710 750 7.65 8.00 Assets during year were increased to $2,- 
° . 4. . 7.30 7.50 8.00 8.40 8.55 8.85 | 900,000. Surplus also increased substan- 
Ratio of Actual to Expected Mortality......... 34.7% 6 Hilti 8.20 8.40 8.90 9.30 9.45 9.75 | tially. Leading producer for year was 
68%, of all business written since organization still in force. Been oe oO aDe> ieee 19:38 10-85 | Fernand Baruch, one of the home office 
8.......10.90 11.10 11.65 12.05 12.15 12.40 | Semera! agents, who produced about $1,- 
4802000 THE48 1390 1988 4293 1883 1235 | Second place’ was captured by Jay & Jay 
becceve . be . . 13. e y , 
For information regarding Agencies 2 — rt Le 172 203 30.08 15.10 | general agents, Newark, N. J., with ap- 
J © 
Address:—Home Office: Des Moines Se: >:.<<deae Seas Saas tae TRAe TAOS | Gee tentees, be tee ote ae eee 
; : ° ° le wo leaders has been with the company 
be Val | 16.30 16.50 17.25 17.50 17.55 17.75 nly about si a ai to 
ae 37.99 17.00 38.99 38.60 38.66 18.65 | C7 _SOOet OE years ans, score 
Dl asssiae 18.10 18.30 19.25 19.35 19.35 19.55 | Mr. Short, is expected to write $1,500,000 
queen Diéceewss 19.00 19.20 20.20 20.30 20.30 20.45 | apiece this year. 
Incorporated in 1862 in ‘the Commonwealth of Massachusetts 
. NEWS OF LOCAL ASSOCIATIONS 
Named JOHN. HANCOCK in‘Hioner of the first Governor of Massachusetts, and first signer 
the Declaration of Independence. ; 
oe gent cue aetna meron wang er cata ea LINCOLN ASSOCIATION ELECTS | i oo 
the first year the association came 
jes made secure by bb any epintelens on the highest standard with an te Con- = a 
widing protection aay ies. Total Assets, $239, ; Policys —_—— out with money on hand. 
cing Fad prora Other Liab s2z0'301 b00; Contingent Fund, $13,332,000. ° Charles M. Keefer Replaces Oak E. In retiring Mr. Davis expressed his 
eT eee Davis as President—Ethics of | 2ppreciation+ of the cooperation and 
Business Discussed spirit of the members and officials. He 
SSeS said that much interest had been man- 
ene ae aa ifested in the meetings and in the work 
Agencies or Home OfSce of chin, ou LINCOLN, NEB Charl ‘ati 
Agencies or Home Office M , + Jan. 9.—Charles | of the association. He congratulated 
. Keefer of the Kansas State Life | the agents on the fact that most of 
— was the almost unanimous choice for| them had buried their hammers and 
president of the Lincoln association at 
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offers up-to-date contracts for good men. 











the annual meeting held on Jan. 6. 
Charles E. Riley of the Lincoln Acci- 
dent & Life, was elected vice president 
after two ballots, tying the first time 
with Bruce Whitney. Gilbert C. Her- 
meling of the Central States was re- 
elected secretary and treasurer. The 
executive committee consists of J. T. 
Wilcox, Equitable of Iowa, E. E. Ben- 
nett, Mid-west, and D. J. Cravens, Kan- 
sas City Life. Several expressions of 
appreciation of the services of Mr. 


Hermeling and the retiring president, 
Oak E. Davis, were given by members. 
Mr. Davis was acclaimed as the best 
president ever had, and Mr. Hermeling 
was congratulated on the fact that this 





were thinking first of insurance and 
second of their companies. This 
pointed the way to a development of 
the business along right lines. 
The new president, Mr. Keefer, said 
that the organization had been a won- 
derful help to him, and that he would 
try to return to it some of the bene- 
fits that had accrued to him from it. 
D. J. Cravens led in a discussion of 
the ethics of breaking in on an agent 
who had a prospect in hand. He gave 
several instances where insurance sales- 
men had sought to get business that 
the first agents had practically landed, 
by “knocking” the company or declar- 
ing the prospect had bought the ‘wrong 
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policy. Mr. Cravens said that the in- 
surance men should observe the same 
high standard of ethics practiced by 
doctors, who refuse to respond to a 
call until the physician first called in 
had been dismissed from or had re- 
linquished the case. Conditions are 
much better now than when he en- 
tered the business, but he believed that 
the men who buy insurance would have 
a higher opinion of it and of its value 
to them if the agents confined their 
efforts to selling their own policies and 
did not keep talking of the other man’s 
policy. Tactics such as he described, he 
said, hurt the business in the eyes of 
the men who are purchasers. There 
is enough insurance for all, and no 
company can write it all. A boosting 
spirit was better. 

H. J. Kirschstein agreed with the 
ethics of the question, but suggested 
that legally an insurance contract was 
not complete until the company had 
accepted the application, a fact that left 
the insured free to change his mind any 
time before the policy was delivered. 
Messrs. Easterday, Jurgesen and 
Knight discussed the matter with ref- 
erence to term policies, avering that in- 
terference with an agent who had sold 
one of them was equivalent to twist- 
ing. 


* * * 
Chieago, 1l.—The Chicago association 
will observe National Association Day 


with its regular monthly meeting and 
will have A. O. Eliason, president of the 
National Association, present as_ the 
guest of honor and principal speaker of 
the day. All members of the Chicago 
association have been requested to get 
another member and bring him to this 
meeting. It is hoped that the largest at- 
tendance on record will be seen at the 
meeting, which will be held Tuesday 
noon of next week, Jan. 16. President 
Darby A. Day has invited the presidents 
and officers from all local associations 
within easy traveling distance, includ- 
ing associations in Michigan, Wisconsin, 
indiana, Iowa and throughout Illinois. 
Some of these visiting officers may also 
he called on for brief talks. 

At this meeting, the amended by-laws 
will be presented and passed on by the 
association, If the new plan is formally 
accepted, which is probable as the vote 
taken at the last month’s meeting 
showed entire approval of the plan, it 
will give the Chicago association the dis- 
tinction of having a unique form of or- 
ganization and one that may be used as 
a pattern for similar groups through- 
out the country. The plan of two definite 
units in the association, one for field 
men and one for managers, has long 
been desired by President Day and the 
working arrangements were finally ac- 
complished by Mr. Day in conjunction 
with H. Ware Calwell, president of the 
Chicago Life Insurance Field Men’s Club, 
through the amalgamation of the latter 
organization with the Chicago Associa- 
tion. The by-lay.s which will be pre- 
sented as designed to establish the two 
definite units and change all details of 
the present by-laws to permit the field 
men to have at least 50 percent repre- 
sentation in all association matters. 


* * * 


Cleveland, O.—Pouglas Kerr of the 
home office agency of the Canada Life 
in Toronto addressed more than 150 
Cleveland life underwriters at the Jan- 
uary luncheon meeting. It was the first 
address that the popular Scotchman has 
made in the states and he certainly was 
well received. 

His subject, “The Foundation,” dealt 
largely with the underlying essentials 
of character in the agent and skillfully 
led up to a well-organized presentation 
of life insurance for both the large and 
small buyer, through a frank study of 
their needs. Mr. Kerr covered three 
blackboards with graphic representa- 
tions, using as one illustration the actual 
Presentation which he had made to a 
wealthy Cleveland man just before the 
meeting. He made little reference to 
life insurance directly, but, by sugges- 
tion and implication, showed in a unique 
way, how it would meet human needs; 
and how to awaken them. 

It will be recalled that Mr. Kerr won 
the president’s prize contest at the in- 
ternational convention in Toronto last 
\ugust by his ingenious selling talk and 
ability to meet an emergency by his 
ready wit. 

This was the first meeting of Cleve- 
land Life Underwriters under the new 











Job's Turkey « The Church Mouse 








HE ONLY authentic records we have 
jane Job’s Turkey and the Church 
Mouse are the proverbs: 

“Poor as Job’s Turkey”, and 
“Poor as a Church Mouse.” 

it may therefore be safely assumed that Job 
had a turkey, and that a mouse dwelt in a church, 
and that both turkey and mouse were very much 
attenuated. 

Job was righteous; he was rich; he had a large 
family; he sat as chief and dwelt as king among 
his fellows. But when troubles came, they came 
“not single spies, but in battalions.” In a day all 
outward possessions were lost. The Sabeans, the 
Chaldeans, “the fire of God,” and the “great wind 
from the wilderness” made a clean sweep, and the 
bearers of bad news trod upon each other’s heels to 
tell it. Job still had his health, but not for long, 
for soon he lost that also. It is not profanity to 
say, “Hell was let loose upon him,” for that is what 
the record says, only in more polite language. 
And then came the run-in with his four self- 
righteous friends—men who professed to know 
the will of God and who said in short,—‘“It’s all 
your fault, Job. Come now, own up, what evil 
have you done?” 

When there were 7,000 sheep, 3,000 camels, 500 
yoke of oxen and 500 she-asses upon Job’s estate, 
the turkeys fared well, but when these were all 
gone, and with them all Job’s servants except the 
four who escaped to tell the bad news, it must 
Poor Turk! He had to 


scratch for a living—and he got thinner and 


have been poor pickin’. 





thinner until it came to be a proverb—‘Poor 
as Job’s Turkey.” Why make a mystery of a 
plain case? Job’s Turkey was poor because he 
didn’t get enough to eat! 

It was the same with the Church Mouse. He 
was eminently respectable and liked to live in 
The church sociables and the 


meetings of the various societies when “light 


quiet surroundings. 


refreshments” were served always left a few frag- 
ments which, with judicious hoarding and self- 
denial, kept the mouse alive. But he was so poor 
that any self-respecting cat would have disdained 
to eat him—poor because he didn’t get enough 
to eat! ° 

Job’s Turkey and the Church Mouse were poor 
because they didn’t get enough to eat; some people 
don’t get enough to eat because they are poor! 

A man who is as rich as Job was can now ar- 
range his affairs in such a way that the Sabeans, 
the Chaldeans, “the fire of God,” and the “great 
wind from the wilderness” cannot make him poor; 
and when he loses his health permanently, he will 
have better comforters than Job had. 

The man who has only his hands to work with 
can so protect himself and his family that per- 
manent loss of health will not mean total loss of 


income, nor loss of life mean that his wife will be 
“poor as a church mouse.” 

But he must get this protection before his ene- 
mies are in sight. 

Many agents of the New York Life Insurance 
Company have warned you of the approach of 
those enemies. Send for one to-day and learn 
how to defeat them. 











New York Life Insurance Company, 346 Broadway, N. Y. 


DARWIN P. KINGSLEY, President 
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¥ ently very much of a Roman 
scholar. Plutarch only makes 
occasional reference to him 
but sufficiently so to determine 
that Philosophy and Latinus lived in 
the same house. ‘‘Hoc age’’ was one 
of the concise Roman headlines La- 
tinus used when he wanted to crowd 
a number of words into two. Just 
what it actually means a real student 
of ancient Romanese must tell. As 
it is interpreted in one of The Lives, 
however, it reads ‘‘Do what you are 
about,”’ or ‘‘do it now.’’ It seems 
that according to Latinus when the 
magistrates wished to attract the 
attention of the populace a herald 
would go forth and proclaim with a 
loud voice ‘hoc age.’’ This was a 
notification to the people to not 
forget what they had decided to do, 
and to doit now. Thereare some life 
insurance agents, perhaps, who are 
missing this cue. The time to take 
life insurance is now. ‘‘Do it now”’ 
ought to make a good slogan for 
every life insurance banner. 





The Prudential 
=) Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 

















Great Republic Life Insurance Company 


LOS ANGELES, CALIFORNIA 


Seep Agente ove Satins Oce Pociertion Geuagh Sule Sale of 
the Company’s New 20-Payment Life Policy. 


Liberal First Year and Renewal Contracts offered to Field Men 
of High Character and Ability. A few General Agency openings 
now available. For full information write to nearest address 
shown below: 
E. L. ee. State Manager, 
H. S. BRIDGEWATER, Manager, 
Central Department, 
1951-52 Railway Exchange Bidg., 
Saint Louis, Me. 
W. H. SAVAGE, Vice-President and Agency Director 











president, John H. Byrne, a special agent 
in the Murray & Walker general agency 
of the Penn Mutual. He announced the 
standing committees for the year and 
presented the chairman of each. Under 
a rule of the association, each must be a 
member of the board of directors. 

A resolution was introduced by Her- 
man Moss, general agent of the Equit- 
able Life, extending the appreciation of 
the members for the good work of the 
officers and committees during the past 
successful year. 


* * * 


Milwaukee, Wis.—The annual meeting 
of the Milwaukee association will be 
held Jan. 12, At the meeting President 
Vermillion will read to members a rec- 
ord of progress for the past year, un- 
equalled in the association’s history. 
Chief among the accomplishments of the 
association was the successful promo- 
tion of a Sales Congress, held April 8, 
and attended by 550 underwriters and 
company representatives. Especial at- 
tention will be paid to the work of the 
association during the year in such mat- 
ters as the purchase of educational film 
to be shown at all industrial plants in 
the city; the suppression of harmful 
newspaper articles tending to hurt the 
life insurance business, and the success- 
ful conducting of the first joint meeting 
with the American Life Convention. 

The nominating committee of which 
Manford McMillen, Prudential, is chair- 
man, will present a slate for 1923 headed 
by E. L. Carson, Equitable, for presi- 
dent, and with the following officers: 
Clifford L. McMillen, Northwestern Mu- 
tual, vice-president; Carl M. Harthun, 
Equitable, secretary; Maj. R. W. Corbett, 
Old Line Life, treasurer. 

Plans for observance of Life Insurance 
Day of Thrift Week will be completed 
by the association at the next meeting. 
More than 80 well known Milwaukee 
life underwriters will address school 
children and industrial factory employes 
on the benefits of life insurance on Life 
Insurance Day, Jan. 19. 


x * * 


Duluth, Minn.—Recently elected officers 
for 1923 were installed at the annual 
meeting of the Duluth association Jan. 
6. C. H. Giddings, general agent of the 
John Hancock Mutual, was installed as 
president; George Wilson, State Mutual 
Life as first vice-president; Edward 
Hatch, New York Life, as second vice- 
president; A. C. Pearson, Guardian Life, 
as secretary and Charles E. Oreckovsky 
of the Minnesota Mutual Life as treas- 
urer. 

President Giddings on assuming the 
chair gave a short talk outlining his 
1923 program. His aim he said, will 
be to make the organization of some real 
benefit to the men in the field and to 
that end he proposed to arrange for 
talks on various topics of interest for 
each of the monthly meetings during the 
year, he asserted. 


x * * 


Richmond, Va.—The Richmond associa- 
tion will not hold a sales congress this 
month. It suggested at the December 
meeting that the association stage such 
a congress about the middle of January, 
but the executive committee, after 
threshing out the matter, decided that it 
would not be feasible to hold one at this 
time. Jan. 19 had been tentatively fixed 
as the date. The committee also gave 
attention to the question of having the 
general agents agree on certain fixed 
days throughout the year as holidays for 
their office forces. The following dates 
were recommended: Jan, 1, Feb. 22, May 
30 (half holiday), July 4, Labor Day, 
Richmond Day at the State Fair, Nov. 11, 
Thanksgiving and Dec. 25. 

*x* * * 

Oklahoma City, Okla.—At a monthly 
luncheon of the Oklahoma City associa- 
tion Saturday noon, plans were made for 
the annual sales congress of the asso- 
ciation, which will be held in this city, 


Jan. 24. A. O. Eliason of St. Paul, the 
national president, is expected to be 
present. 


As a result of special invitations sent 
to all members of the Oklahoma associa- 
tion, life insurance men and women of 
Oklahoma City filled the Park Congrega- 
tional Church Sunday evening to hear 
a “million dollar sermon on life insur- 
ance,” by the pastor, the Rev. Frank 
Hampton Fox. 

io a 


Des Moines, Ia.—President John W. 
Million of Des Moines University ad- 


dressed the Des Meines association at its 
monthly meeting 


Saturday night. He 





PRESIDENT IS INSURED 
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COMPANY BUYS PROTECTION 





Independence Indemnity Buys $500,000 
Policy on Official—First Insurance 
Company to Take Step 





The only case on record where the 
life of an insurance executive has been 
insured along the line of business in- 
surance is the case of President Charles 
H. Holland, of the Independence In- 
demnity Company, of Philadelphia. 
The directors of that company hav 
taken out $500,000 insurance on Mr. 
Holland’s life, with the company as 
beneficiary. 

The insurable interest of this new or- 
ganization in the life of its president is 
very evident. Mr. Holland made an 
excellent record in the casualty insur- 
ance business. He was from organiza- 
tion president of the Roya! Indemnity 
Company, a subsidiary of the Royal 
Insurance Company, of London. The 
Royal Indemnity has made a splendid 
record in the United States and has 
built up powerful connections with th 
big agents all over the country. 

When the Independence Indemnity 
was organized a few months ago, th. 
stock was sold 3 for 1, that is. with a 
capitalization of $1,000,000, $3,000,000 
was paid in by the stockholders. Thi 
company was backed by leading New 
York and Philadelphia financiers, man 
ufacturers and insurance men. They 
were staking everything on Mr. Hol 
land’s splendid record and fine connec- 
tions throughout the United States and 
realized that the success of their invest- 
ment depended largely on his continv- 
ance as chief executive of the corpora- 
tion. 

Is Good Move 

While it is regarded as a high compli- 
ment to Mr. Holland, it is also a very 
wise business move for the directors oi 
the Independence Indemnity to insur 
Mr. Holland’s life. Already the com 
pany has succeeded in lining up connec- 
tions throughout the country which as- 
sure it of a fine volume of business of 
the highest type and these connections 
were secured by Mr. Holland and are 
largely dependent upon his connection 
with the company. 

Life insurance salesmen should view 
the fire and casualty insurance @eompa- 
nies as well as the life insurance com- 
panies as prospects for the sale of bus- 
iness insurance. Cases similar to the 
one of Charles H. Holland can be found 
and large policies of this kind written 








Confirm Cochrane as Commissioner 


The name of Jackson Cochrane has 
been confirmed by the Colorado senate 
for insurance commissioner of that state, 
the appointment being made by Gov- 
ernor Shoup, who retired from office 
Jan. 9. Mr. Cochrane is the present 
commissioner, succeeding Earl Wilson. 
who was removed from office at the in- 
fame of the Civil Service commission 

As Mr. Cochrane is a Republican, ap- 
pointed by a Republican governor, and 
as the incoming governor is a Demo- 
crat, there are likely to be some inter- 
esting developments, the position of in- 
surance commissioner having been here- 
tofore one of the choice appointive 
plums of the incoming administration 

The insurance laws of Colorado pro- 
vide for a term of four years for the 
commissioner but the position now be- 
ing held by the courts to be under civil 
service it is presumed the appointee wil! 
hold office “during good behavior” under 
this ruling. 








spoke on the subject “Life Insurance On? 
Type of Permanent Investment.” All life 
insurance men of the city were guests 
whether members of the association 0 
not. The attendance was therefore ur 
usually large and the remarks of the 
speaker were greatly enjoyed. The 2¢- 
dress followed a dinner. 
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FINE PROGRESS IS MADE 


MINNESOTA MUTUAL’S YEAR 


Some of the Methods Were Employed 
to Get the Right Kind of 
Business 





ST. PAUL, MINN., Jan. 9.—Vice- 
President O. J. Lacy, in charge of 
agencies of the Minnesota Mutual Life, 
is receiving the congratulations of his 
many friends and the life underwrit- 
ing field in general for the signal suc- 
cess covering his first year with the 
Minnesota Mutual. A gain of 15 per- 
cent over 1921 covering a production 
of approximately $22,000,000 tells the 
story. 

Mr. Lacy, with other officials of the 
Minnesota Mutual, joins in the prac- 
tically universal prophesy of better 
things for the future. Through their 
avenues of information which include 
reports of the insurance research bu- 
reau formerly at Pittsburgh, now lo- 
cated in New York, it is believed that 
with the better selection and training 
of agencies, even rapidly resuming pro- 
duction of life insurance would be 
augmented. So far as the Minnesota 
Mutual is concerned, the holding 
forth of encouragement to the stable 
type of man to recommendation of 
consistent “App-A-Week” and monthly 
honor roll production, it is believed in- 
dividual production will be augmented. 


Get “App-a-Week” Record 


The company opening Colorado, 
lowa, Virginia, Tennessee and Indi- 
ana, found Tennessee most productive 
of the group. During the year a well 
planned “App-A-Week Club” with 
prizes for each eight weeks of produc- 
tion and a marathon prize for the year, 
was established. It was found that this 
gets many a man to start his “App-A- 
Week” record and pulls him along for 
eight weeks span until he demonstrates 
to himself that he can easily maintain 
his record over a long period. 

The company has always had an 
honor roll with a monthly quota of 
$25,000, but this year added the addi- 
tional feature of a prize of $50 to any- 
one who stayed on for 12 consecutive 
months and showed a production of 





not less than a quarter of a million of 
issued and paid for business during the 
year, which prize is doubled for the 
same record the following twelve 
months. Sam R. Weems and E. S. 
\lbritton, the Texas managers, both 
qualified under the plan in 1922, and 














AMERICAN 
ENTRAL 
LIFE 





Insurance Co. 


INDIANAPOLIS, IND. 
Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 








W. W. LANK, Secretary 





LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


Under Our Service Pension Contract 
THE LA FAYETTE LIFE INSURANCE CoO. 


LA FAYETTE, INDIANA 


A. E,. WEREKHOP?F, Precident 








MUTUAL TRUST LIFE INSURANCE COMPANY 











For Agency Openings Address: 


Insurance in Force $75,000,000 


EDWIN A. OLSON, PRESIDENT 


Assets $7,512,613.17 


GILBERT KNUDTSON. Vice President 


Surplus $635,128.94 


Issues Continuous and LIMITED Payment Life, Endowments at ages 85, 70, 65, 60, 55, and 50. special low premium BUSINESS 
and PROFESSIONAL Man’s Policy. A Farm Mortgage P thly Inco: ; 
py oe ng ~% Special gage Policy—Monthly Lt Endowments. Disability Inceme 


THESE POLICIES PLUS A LIBERAL CONTRACT EXPLAIN THE CONSPICUOUS SUCCESS 
AND PERMANENCE OF MUTUAL TRUST MEN 


Home Office, 30 N. La Salle St. Chicage, Il. 
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Recently 
THE FRANKLIN 


Life insurance Company 
of Springfield, Illinois, 
entered the state of 


INDIANA 


Baad 


Life underwriters of Gen- 
eral Agency calibre are 
needed to develop several 
attractive territories in 
that state. 


If you are capable and 
ambitious, let us know 
something about your 
qualifications. Contracts 
are made directly with 
the Company. 


‘ } p poesia AT Te ae 





THE FRANKLIN LIFE INSURANCE COMPANY 
has a splendid tradition for “Aggressive Conservatism”, 
and a Co-operation par-excellence between the com- 
pany and its agency staff. More than $130,000,000.00 


of insurance in force. 


Write to the Home Office 
Springfield, Ill. 








More Than 1’ Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 





Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1082 
Assets . $ 5,614,764 $10,279,663 $ 28,295,931 
Policies in Force 371,106 613,615 1,294,304 


49,245,028 89,596,833 265,197,626 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 


Insurance in Force 

















New Disability Clause 


ago this Company devised a Disability provision which was far in advance 
had been previously contained in a life insurance policy. We sow eaneunes 
new Disability provision. Its features are: 








oye ye yt years, the monthly payment will 
it it: t e 
thereafter be increased 50%. . " 

When total and permanent disability has lasted ten years, the original monthly pay- 


ment will be increased 100%. 
Total disability that has lasted three months will be assumed te be permanent. 
Waiver of premium, of course, together with full annual dividends and « full annual 


surrender value. 
As age increases, and the family income dwindles through diminishing resources, the 
Geability income increases to meet the increased need of income. 


For terms te producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 














many more are on their way. This. 
record can be begun at any time and 
need not necessarily mean that they 
have qualified during the calendar year. 

Benjamin Jacobson, Detroit general 
agent again appears in the lists as one 
of the company’s super salesmen. He 
has appeared on the honor roll for 43 
consecutive months. 

Note Book Lead System 

The Minnesota Mutual has estab- 
lished a note book lead system, in 
which it feels it has incorporated the 
best features of plans which have been 
used by other companies for many 
years and has eliminated those features 
which have worked against the maxi- 
mum efficiency in the note book lead 
systems of several other companies. A 
charge of $5 is made for each list of 
50 names selected, and no list will be 
circularized unless it is accompanied by 
a letter explaining from what source 
or sources the list was derived. Up to 
date each list of 50 names has paid the 
agent submitting them $117.77, or $2.35 
per name. We have used the system 
in building up many new agencies and 
rejuvenating some of the older ones 
which were not doing well. 

Honor President Randall 


December was Randall month in 
honor of the completion of President 
E. W. Randall’s fifteenth year as presi- 
dent of the Minnesota Mutual and as a 
tribute to him on his sixty-fourth birth- 
day, Jan. 1, 1923. Mr. Randall came 
with the company at a time when it 
needed steady guidance, and his record 
speaks for itself. To show the esteem 
in which he is held by the boys in the 
field, Dec. 23 alone, over one million 
of business came into the office by the 
close of business at 1:00 p. m. Had 
the day been one of usual office hours, 
this would have grown to a million and 
a quarter, as approximately half a mil- 
lion of business was found in the mails 
when the office opened the following 
Tuesday morning. The month netted 
$4,500.000, which, considering business 
conditions in the northwest, where the 
company mainly operates, is consid- 
ered a fine tribute from the field forces 
to Mr. Randall. 


DONALDSON RESIGNS OFFICE 


Well Known Pennsylvania Insurance 
Commissioner Enters Business After 
Long, Faithful Service 








Thomas B. Donaldson resigned Tues- 
day as Pennsylvania Insurance Com- 
missioner, effective Jan. 15 he will be- 
come associated with Franklin W. Fort 
of Newark, N. J., in the management 
of fire insurance enterprises, largely in 
the way of rehabilitation. Mr. Donald- 
son has been commissioner since March 
11, 1919, and connected with the de- 
partment since Aug. 21, 1911, when he 
became special deputy. During his ad- 
ministration he handled several big 
situations, including closing of com- 
panies, conservation of resources, codi- 
fication of the insurance taxes, reor- 
ganization of tle department and re- 
lentless war on arson. 

He served as president of the Insur- 
ance Commissioners Convention. 

Mr. Donaldson is one of the best 
known and most popular insurance 
commissioners that ever held office and 
is a veritable human dynamo. 

After serving as attorney for Penn- 
sylvania department for 10 years he was 
appointed superintendent four years 
ago. His initial attendance at the annual 
gathering of the National Convention of 
Insurance Commissioners in 1919 cre- 
ated such favorable interest that he was 
made a member of the executive com- 
mittee, later being elected president of 
ethe organization. The inveterate foe of 
sham of every kind, he was tireless in 
pursuing law violators and did much to 
improve underwriting conditions not 
only in Pennsylvania but throughout 
the entire land. Insurance men were 
hopeful he would continue in public of- 
fice and deeply regret his decision to 
withdraw. 





BENEFITS ARE PLANNED 





ARRANGEMENT FOR MORTUARY 





John Hancock Mutual Announces Pro- 
gram for Family Insurance to Field 
and Home Office 





The John Hancock Mutual Life has 
just put in effect an interesting plan of 
death benefits for employes in the field 
and home office, based on the length 
of service. 

All persons in the employ of the 
company, excluding officers, general 
agents and their sub-agents, and those 
earning $5,000 or over, will be entitled 
to these mortuary benefits, after one 
year of service and to and including four 
completed years’ service, to the amount 
of $1,000 paid to beneficiary in case of 
death. Beginning with the fifth year of 
service the benefit will be increased to 
$1,500, and beginning with the tenth 
year increased to $2,000. 

This action by the officers and di- 
rectors has been taken for the purpose 
of encouraging and recognizing: faith- 
fulness and continuity of service, as 
well as to express the sense of responsi- 
bility which the officers and directors 
feel is theirs in protecting in every 
possible way the interests of the mem- 
bers of the John Hancock family. 


CONVENTION OF 1,000 CLUB 





Leading Producers of Business Men's 
Assurance Attend Gathering at 
Home Office in Kansas City 





KANSAS CITY, MO., Jan. 9.—The 
annual convention of the Business Men’s 
Assurance 1,000 Club was held here 
last week. There were 99 Salesmen 
who qualified for membership by writ- 
ing in 1922 500 or more “points” in 
accident and health, and in life insur- 
ance the active members who wrote 
1,000 points were 21 in number. Francis 
J. Fleming for the fifth time became 
president of the club, with J. J. Cald- 
well as vice-president. W. T. Grant, 
president of the company, led the field 
in life insurance volume with $349,500, 
or $500 more than Mr. Fleming. 

Mayor Frank H. Crowell and N. N. 
Dalton, president of the Chamber of 
Commerce, welcomed the _ salesmen. 
Paul W. Ivey of the University of 
Nebraska and J. C. Nichols of the J. C. 
Nichols Investment Co., Kansas City, 
were the only “outside” speakers at the 
business sessions. Mr. Nichols is a 
director of the company. The sessions 
were enlivened by singing of parodies, 
written by members of the organization, 
on popular songs, the singing being led 
effectively by E. J. Montague, director 
of field service. 

A_ dramatic incident concluded the 
session. D. H. Payne, one of the sales- 
men, was called on by President Flem- 
ing for a five-minute speech. Mr. 
Payne responded with a sermon, urging 
Christian motives of service, and added 
that he would soon start “to school” 
again, attending Bible school with the 
purpose of eventually entering the 
nnistry, despite his 62 years. 

The annual banquet Friday evening 
was presided over by C. S. Jobes, chair- 
man of the board, as toastmaster, Solon 
T. Gilmore, general counsel for the 
company, delivered the principal ad- 
dress. ‘The insurance departments of 
both Missouri and Kansas were repre- 
sented. 





Bishop’s Agency Had Good Year 


Manager L. Brackett Bishop’s agency 
of the Massachusetts Mutual Life 
Chicago experienced the best year in its 
history in 1922. Its new paid for bus! 
ness amounted to $6,070,000, an increase 
of $1,000,000 over 1921. Mr. Bishop's 
agency led all the western agencies i? 
December in new paid-for business. 
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THE MEASURE OF A MAN 


| A Story of a Remarkable and Successful Man in the Great Coal Industry 
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human equation, Whether or not 
we can crowd into readable limits 


Tum is to be a brief story of the 


a story of the human equation is prob- 


ably not important, if we keep in mind 
the vital elements to be considered; first, 
loyalty in every phase; second, vision; 
third, integrity. Do you think we need 
any further amplification? You may 
say that I have omitted psychology, 
character reading, the personal element. 
You are mistaken. Go back and read 
the words loyalty, vision, integrity, 
and you have the basic principles of it 
all. 

And here we introduce Lee Long. 
He does not become our guest subject 
in this story, because he happens to be 
a director and one of the factors of 
success in the Shenandoah Life of 
Roanoke, Va., but because in every es- 
sential element of accuracy, in taking 
the measure of a man and after ascer- 
taining that measure, being capable of 
developing that man, Mr. Long has 
demonstrated not only his genius but 
his strength in that aptitude. It is not 
a play-day proposition to have under 
your immediate supervision as to com- 
pany morale nearly four regiments of 
men; men who know you, who believe 
in you and who look to you every 
day and every hour for the exemplifi- 
cation of the square deal. 

2 = 


Mr. Long is vice president of the 
Clinchfield Coal Corporation, one of 
the vast systems of coal mining oper- 
ations in Virginia, with headquarters 
at Dante. This particular operation has 
in its employ practically 4,000 men of 
varying nationalities, certainly varying 
temperaments, varying ages and palp- 
ably wide range of efficiency. This 
great enterprise in coal production is an 
integral part of similar production in 
Virginia and West Virginia that is fur- 
nishing annually more than one-fourth 
of the fuel utilized by the world. I will 
not undertake to refer in any way to 
conditions that have affected the coal 
mining industry in the mountain states 
of Virginia and West Virginia in the 
past two years especially, except to say 
that through these two years of pecu- 
liar unrest which in West Virginia es- 
pecially relating to labor troubles, have 
become acute, have strongly emphasized 
the strength of Mr. Long’s character 
in dealing with his own men. 

* * * 

The Clinchfield coal operations are 
based absolutely on non-union em- 
ployes. Under Mr. Long’s manage- 
ment there has never been a disturb- 
ance worthy the name, never a strike, 
lockout, or case of insubordination call- 
ing for legal prosecution. The secret 
of this whole matter lies in the person- 
ality of the one man who has the ca- 
pacity for taking the measure of a 
man. True it is that Mr. Long can- 
not know intimately every employe; 
and still I doubt if there is a miner or 
a miner’s wife in his employ whom he 
does not know personally, or at least 
know of in a measure, has some knowl- 
edge of their family life, the status of 
their children and in essential detail the 
general trend of the entire community 
which constitutes his working army. 

Herein does Mr, Long measure up 
not only in efficiency as the vice presi- 
dent and manager of the coal operation 
ot which he is a vital part, but in larger 
measure as an educator. He has just 
been reelected president of the Virginia 
Society for Vocational Education, and 
at the annual meeting of that society 
in Virginia recently, delivered an ad- 
dress to a large assemblage of brilliant 
men and women educators of the old 
Dominion State upon the subject of vo- 
cational training which the officials, 
especially the agency managers of 
a life insurance company, should 
lave a copy and which could be read 


By GAYLORD DAVIDSON 








by them with very great profit. The 
vital point to that address lay in the 
declaration of Mr. Long that many 
men employed in various industries, 
and he referred specifically to his 
own, held very distinctly latent pow- 
ers of development along leadership 
lines, which needed only cooperation, 
intelligent and kindly sympathy and the 
full knowledge of human nature to 
bring out those strong characteristics 
of leadership so essential in this day of 
practical salesmanship. 

* ok aK 

And thus I come back to the human 
equation. Mr. Long even under his 
wide responsibilities has the grasp and 
the personality and the desire to keep 
in close touch with the personal ele- 
ment of the men whom he realizes are 
the vital factors in the real develop- 
ment of the industry of which he is the 
head. The fact that his corporation 
has won practically every prize for 
years for. the minimum of mine acci- 
dents and that in every phase of eco- 
nomic community life and health and 
life conservation, his communities are 
almost idealistic, serves to emphasize 
his genius. 

Officials of life insurance companies, 
even the agency managers, especially 
of the larger corporations, cannot be 
expected to know personally every pro- 
ducing agent. On the other hand we 
must not overlook “the feel” of the 
human equation that runs through 
agency production and, in fact, is a 
mirror of the man himself. In other 
words, the measure of a man may be 
taken largely, not alone from actual 
results, but from the possibilities that 
intrude themselves upon results and 
persist in presenting themselves again 
and again to the vision and receptive 
nature of the agency manager. It is 
this vision, this “sixth sense” of devel- 
opment that brings the trained sales- 
men or the maker of salesmen in touch 
with latent genius. 


-_ 
Thus we take the measure of a man. 
In this measure we ascertain the 


length and depth and breadth of the 
capabilities which the trained leader, 
the trained salesman, the great heart 


\ of the human equation senses in the 


man whose nature for leadership is 
struggling for recognition. Here is 
where your leadership as an agency 
manager, as a company official, steps 
into the spotlight. Mr. Long believes 
that in every man who thus gives evi- 
dence of leadership of unusual effi- 
ciency, of exceptional loyalty, is en- 
titled to every human _ consideration 
along the line of development to 
greater things. The same rule holds 
good in the business of making life in- 
surance salesmen. It is not a question 
of alienation of trained men from other 
companies; nor recruiting in desultory 
manner the flotsom and jetsam from 
the various trades and professions but 
the development in practical and hu- 
man line of the forces in hand,—men 
valuable enough and worthy enough to 
keep under contract, but who need and 
ought to have developing leadership. 
Ss 6 6 


Mr. Long carries out to a remark- 
able fineness this element of developing 
leadership. He believes a man so far 
as humanly possible, should be the 
master of his own spirit and mighty 
slow to anger. In this, too, there is 
that big thought of charity and the ex- 
ercise of the square deal along with 
the careful development of leadership 
that in so many human lives lies dor- 
mant, waiting the torch-bearer. 


Cc. I. B. MeLean of Lansing, Mich., has 
resigned as general agent for the At- 
lantic Life of Virginia and has taken the 
agency for the life and accident depart- 





ment of the Travelers. 











Agents Wanted! 


For Attractive Contracts 


Write to 





J. M. Yoes, 
Secretary 


J. C. Stribling 
President 

















Organized 1871 


Life Insurance Company of Virginia 
Richmond, Virginia 
Oldest, Largest, Strongest Southern Life Insurance Company 


Issues the most liberal forms of Ordinary: Policies frem $1,000.00 te 
$50,000.00 and Industrial Policies from $12.50 te $1,000.08 


Condition on December 31, 1921: 





ete el ee athe Peake ae ke aka wue 449.13 
Liabili aeezacccges ERA ie AE THEN SS a len sono 
ITT enn ecscuweneserencenssecsouesecs tii 
Payments to Pelicyholders........ ee ae 1,8697,435.45 
Tetal Payments te Policyholders since Organization............. $27,720,705.42 


JOHN G. WALKER, President 











THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 
WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 


Reliance Life Insurance Company of Pittsburgh "“Sci.2;"* Pittsburgh, Pa, 


Building 











“SAFE AS A GOVERNMENT BOND’ 


~~ 


LIFE, HEALTH, ACCIDENT sxe MONTHLY INCOME INSURANCE 


Openings OHIO, IND., KY. MICH. and W. VA. Write Colambes 


©) The OHIO STATE LIFE 





sjatecal LATEST POLICIES AND AGENCY CONTRACT Bail a7 \ne: 
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Progressive Methods 


That’s the answer to the Shenandoah Life’s unpre- 
cedented business in 1922 over 1921 


Selection 

Training 

Supervison 

Co-operation 

backed up by liberal direct Home Office contract and 
excellent assistance in financing agencies is the policy 
and practice of the Company. 

We have a few more General Agency openings for capable 
producers. 


Shenandoah Life Insurance Co., Inc. 
ROANOKE, VIRGINIA 


R. H. ANGELL, President W. L. ANDREWS, Secretary 
On Agency Matters address W. F. Macallister, Agency Manager 


PROPER 

















KANSAS’ GREATEST LIFE 
INSURANCE COMPANY 


Announces a wonderful new line of Policies with 
what it believes the most complete and remarkable 
rate manual ever offered the Insurance Solicitor. 


The Farmers & Bankers Life 


Insurance Company 
Home Offices Wichita, Kansas 








TURN ON THE SEARCHLIGHT 
AND EXAMINE OUR RECORD 
Then write 
The Midland Mutual Life InsuranceCo. 
COLUMBUS, OHIO 


Choice General Agencies Opportunities 
Open in Michigan, Pennsylvania and West Virginia 


“‘Never Contested or Compromised a Claim’”’ 











Bawpany 


OF OES MOINES, IOWA. 


policy 


We issue all of Life Insurance P. E 
protected lowa. 


standard ‘olicies. Every 
by Deposit of Full Legal Reserve with the State of 











WANTED jinn tnd Gncnnat, Ohio 
Write for further culars. ale an eqgestenitg Ger 0 goed eae 


to get in on the ground floor progressive 
young Ohio company 


ADDRESS B60 
Care of the National Underwriter 


TO HAVE AGENCY MEET 


LINCOLN NATIONAL MEETING 


Sectional Rally Will Be Held in Chi- 
cago for Three Days the 
Coming Week 





The Lincoln National Life will hold a 
three-day sectional meeting at the Bre- 
voort Hotel in Chicago, Jan. 16-18. The 
program is: 

First Day 


9:00 A. M.—Renewing Acquaintances. 

9:30 A. M.—Meeting Called to Order. 
Introductory Remarks, Walter T. Shep- 
ard, Vice-President and Agency Manager. 

9:45 A. M.—How I Start My Sales Talk 
so That the Prospect Will Want to Hear 
More. 

10:30 A. M.—Some of the Objections I 
Hear These Days, and How I Meet Them. 

11:15 A. M—Why He Signed. The 
Close. 

2:00 P. M—Who Are Your Prospects? 

2:30 P. M.—Systematic Saving of Time 
—My Daily Work Schedule. 

3:00 P. M.—Monthly Income. 

3:30 P. M.—Insurance for Women. 

4:00 P. M.—My Best Sale in 1922. 

Evening—-Theatre Party. 


Second Day 


9:00 A. M.—The Service of the Under- 
writing Department, Franklin B. Mead, 
Secretary and Actuary, 

9:30 A. M.—The Service of the Medical 
Department, Dr. W. E. Thornton, Assist- 
ant Medical Director. 

10:00 A. M.—The Lincoln Life—“Its 
Aims and Purposes,” Walter T. Shepard, 
Vice-President and Agency Manager. 


Afternoon 

A. L. Dern, Superintendent of Agencies, 
Presiding. 

2:00 P. M.—Company Forms. New 
Lincoln Life Policies. The New Rate 
Book. 

Evening—Banquet and Stunt Night. 

Third Day 


9:00 A. M.—Open Forum. 
11:30 A. M.—“Looking Ahead,” W. T. 


Shepard, Vice-President and Agency 
Manager. 
2:00 P. M.—Conferences with Home 


Office Officials. 


WROTE A LARGE BUSINESS 





Pacific Mutual Life Rounded Out a 
Very Successful Year—Large 
Accident Premium Income 





D. M. Baker of the Pacific Mutual 
Life in commenting on its 1922 achieve- 
ments says that the company paid for 
$28,000,000 of new life business in Cali- 
fornia, its home state, last year and 
collected in accident and health pre- 
miums considerably over $1,000,000 
from that state. The Pacific Mutual Life 
has a splendid agency plant in Cali- 
fornia, Mr. Baker saying there is no 
community in the state where it is not 
well represented. The total income of 
the accident department last year was 
well over $4,000,000. This increase, he 
said, is largely due to the sale of non- 
cancellable contracts. Its total pre- 
mium collections on this form alone 
were $1,500,000. Mr. Baker stated that 
the production, of new business from 
the non-cancellable plan is back to nor- 
mal and he expects it will show an in- 
crease from month to month. Mr. Baker 
says it is his opinion that the company 
will pay for more than $100,000,000 in 
new life business this year. He has 
given an allotment to the home office 
general agency of which John Newton 
Russell is manager of $23,000,000. 


To Hold Joint Meeting 


A joint meeting of the Indiana Asso- 
ciation of Life Underwriters and the 
Insurance Federation of Indiana _ will 
be held in Claypool Hotel in Indian- 
apolis at noon, Jan. 19. Following a 
luncheon there will be addresses by 
Governor Warren T. McCray of In- 
diana and J. W. Johnson, president of 
the Kokomo Chamber of Commerce. 
Members of the legislature, interested 
in insurance, will also be _ present. 


Every effort is being made to make this 











HOME-COMING RALLY 


PROVIDENT AGENTS CONVENE 





Chattanooga Company Holds Meeting 
of Field Men at Home Office— 


Rogers Is Speaker 





CHATTANOOGA, TENN., Jan. 8. 
—With 150 qualified agents in attend. 
ance, the 1923 home-coming convention 
of the Provident Life & Accident was 
held last week. The convention was in 
the nature of a celebration of the best 
year in the history of the company, the 
premium income of 1922 being one-third 
more than that of 1921. At the begin- 
ning of 1922 “one-third more” was the 
slogan adopted in all departments of 
the company and despite the rail strike 
and other conditions adversely affect- 
ing certain branches of industry, the 
goal was realized in eleven months. 

The 
banquet at which Commissioner E. N. 
Rogers of Tennessee, was the feature 
speaker. Other speakers were Mayor 
Alex. W. Chambliss and Prof. S. J. Me. 
Callie, president of the Southern Asso- 
ciation of Schools and Colleges. 

Especially enjoyable events of the 
convention were a barbecue on the top 
of Signal Mountain, overlooking the 
beautiful gorge of the Tennessee river 
1,500 feet deep, between Signal and 
Raccoon Mountains, lunch at the Chat- 
tanooga Golf & Country Club and a 
theatre party at which the performers 
keyed their play to the presence of the 
agents. 

On the last night the Chattanooga 
“News” got out a special extra for dis- 
tribution at the banquet, devoting the 
entire front page to convention news 
and printing the pictures of the leading 
agents in attendance. 

The Provident begins the new year 
with all five departments doing a record 
business. Especial attention will be paid 
to the life department in 1923, an ambi- 
tious program of expansion having been 
mapped out for this department. 

The Provident now operates in 20 
states and is planning to enter several 
more during the new yéar. 





Will Have New Building 


The Presbyterian Ministers’ Fund, 
which on Jan. 11, completed 164 
years of successful and prosperous ex- 
istence and constant growth, looks 


forward to celebrating its 165th anni- 
versary in its own home office building 

The institution recently purchased the 
property at 1805-1807 Walnut street, 
Philadelphia, having a frontage of 44 
feet and a depth of 145 feet, on which 
will be erected as soon as circumstances 
will permit a five or six story office 
building of brick, stone, concrete and 
steel construction, of ornate design 
and the latest modern type. The struc- 
ture will be planned to admit of add- 
ing to the height in case it is deemed 
advisable to do so. 

The annual statement for 1922 will 
show that it was the best year in the 
fund’s history. The assets will exceed 
$12,000,000, the net surplus will be more 
than $600,000 and the increase in new 
insurance will not be less than 15 per- 
cent. 





MR. AGENT! 
Do you care for QUALITY, 
not SIZE? Age, Sound Ex- 
erience, Low Cost, a Splendid 
ecord for 70 years? 


Then why not take a General 
Agency in its HOME STATE for 


THE ST.LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 











meeting a record-breaker for attendance. 








convention concluded with a / 
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HYDE REGRETS YOUNG’S 
PUBLICITY TO MERGER 


(CONTINUED FROM PAGE 1) 


ated Press” article sent from Omaha, 
Neb., under date of Dec. 29. 

“As the Standard Life was contem- 
plating reinsuring the Commonweath 
Life of Omaha, the Illinois depart- 
ment requested the Nebraska depart- 
ment to join it in am examination of 
the Standard Life’s condition and af- 
fairs as of June 30, 1922, the commence- 
ment of the examination being post- 
poned at the request of the Nebraska 
department until Sept. 12. The insur- 
ance departments of Missouri and Iowa 
also participated in the examination. 
After the completion of the examination 
by the insurance departments, the 
Standard Life was given a hearing at 
which time the various points in the 
report of examination were discussed. 
The examination is not yet completed 
nor has the report of examination been 
filed as a public document by the IIli- 
nois department or by any of the other 
three departments. Until the report of 
examination is filed as a public docu- 
ment, it is considered highly unethical 
to divulge any matters contained in 
the report. 

Two Separate Companies 


“The Commonwealth Life of Omaha, 
has never been licensed to transact in- 
surance in Illinois and the Illinois de- 
partment could not, accordingly, join 
in the examination of the Common- 
wealth Life as it had no jurisdiction 
over the affairs of this Company. These 
two insurance companies are separate 
corporations and any reference to the 
report of examination of the Common- 
wealth Life should not be confused 
with the report of examination of the 
Standard Life as there is no connection 
whatever between the two corporations. 


No Formal Request Made 


“The Standard Life has never pre- 
sented to the Illinois department a 
formal application for approval of the 
contract of reinsurance of the Common- 
wealth Life by the Standard Life and 
it is understood on good authority that 
no formal request for approval of this 
reinsurance contract was ever presented 
to the Nebraska department. A draft 
of the form of reinsurance contract was 
presented to the Illinois department 
for tentative aproval and also to the 
Nebraska department for its tentative 
approval but no steps have ever been 
taken by the officers of the Standard 
Life to request either department form- 
ally to consider and approve the con- 
tract of reinsurance between the two 
companies. 


W. K. WHITFIELD’S STATEMENT 


DECATUR, ILL., Jan. 9.—That a 
grave injustice has been done the Stand- 
ard Life of Decatur by the charges 
emanating from W. B. Young of the 
Nebraska department was the statement 
of W. K. Whitfield, general counsel of 
the company upon his arrival in De- 
catur yesterday. 

His statement in part is as follows: 

It seems to me that the matter of my 
Salary is one that concerns me and the 
board of directors of the Commonwealth 
Life and that the public cannot be in- 
terested in the proposition. The matter 
of any attempt to reduce my salary is 
one that will have to be adjusted be- 
tween me and the department of trade 
and commerce of the state of Nebraska. 


The Salary Question 


Speaking of salaries, it is a very easy 
matter for one to state a half truth and 
always make a fairly good case against 
the other fellow. This is what the chief 
cf the insurance department of the state 
of Nebraska did when he stated that my 
Salary should be cut because I spent 
only three or four days a month in 
Omaha. He stated a half truth when he 
failed to advise the public relative to the 
time I gave the Commonwealth in mak- 
ing trips to Texas, Oklahoma, Kansas, 
Kansas City and other points in the in- 
terests of the Commonwealth Life. 

He likewise failed to advise the public 





that once when out in Omaha three days 
were spent to the preparation and the 
argument of a proposition that resulted 
in my saving for the Commonwealth 
$40,700 and this after the general coun- 
sel of the company had taken the posi- 
tion that the insurance department was 
right in the conclusion it had reached in 
the proposition involved. After my pres- 
entation of the matter to the heads of 
the insurance departments interested 
they reached the conclusion that my 
position was the correct one and the 
proposition not a liability against the 
company. 


Added to Surplus 


He might likewise have advised the 
public of the fact that only recently I 
succeeded in adding $56,000 to the actual 
legal surplus of the company. This was 
worked out by me from St. Louis and 
involved a proposition contained in the 
report of the last examination that any 
banker, lawyer, accountant or actuary 
would concede to have been in the first 
instance only the very remotest form of 
a contingent liability which the exam- 
iners had set up as an actual liability 
against the company. In a regular way 
I eliminated the contingency, thereby 
saving to the company $56,000 in actual 
surplus. Besides this I daily spent much 
time in handling transactions pertaining 
to the Commonwealth Life through my 
office in St. Louis. 

Now what would you pay a man who 
would take charge of your good com- 
pany and in less than one year’s time 
add in round numbers $100,000 of clean, 
legitimate surplus to the assets of your 
company if you could get him for $3,000, 
the price suggested by the chief of the 
insurance department as the amount my 
salary should be, wouldn't you think you 
had picked him up at a bargain counter? 
If every corporation in the city of De- 
catur could be assured if, by putting on 
a man who, by his own efforts, would, 
within this year, add $100,000 to the sur- 
plus of the company don’t you think he 
would be “dirt cheap” if they paid him 
$10,000? 


“Illegal Commissions” 


One of the articles mentioned carries 
the base insinuation that Messrs. Paisley 
and the Whitfields had been guilty of 
taking illegal commissions and this was 
one of the things being urged against 
us by the insurance departments of four 
states. There is not and never has been 
at any time any complaint of this char- 
acter lodged against either J. R, Paisley, 
Cc. S. Whitfield or W. K. Whitfield. 

There is in the report of the exam- 
iners in connection with the examination 
of the affairs of the Commonwealth Life 
prior to the time we obtained control 
of the company a statement with refer- 
ence to illegal commissions which in- 
volves the former officials of the Com- 
monwealth Life. In other words, the 
examiners set up a liability against the 
former president, former’ secretary, 
former vice-president and two former 
assistant secretaries amounting to al- 
most $9,000, the major portion of which 
was due to commissions that these men 
had received on account of business writ- 
ten, which violated a certain section of 
the Nebraska statute. 

The balance of the liability set up 
against these men relates to an item of 
money to be refunded to the company 
on account of their having sold govern- 
ment bonds to the commonwealth at par 
when the market value was less. Messrs. 
Paisley and the Whitfields had abso- 
lutely nothing to do with the proposition 
except they have been constantly trying 
to collect from the other men the amount 
of money representing the liability which 
the insurance departments fixed against 
them. 





Will Maintain Des Moines Branch 


The American Life of Detroit, 
through H. A. Bryan, assistant to the 
president, announces that the company 
will continue to maintain branch offices 
in Des Moines at 903-905 Hubbell 
building. This is in correction of an 
impression that prevailed following the 
announcement that the Detroit company 
has reinsured all the business of the 
American Life of Des Moines. W. 
Rogers Primm, formerly district man- 
ager for the Phoenix Mutual at Spring- 
field, Mo., will be in charge of the 
agency operations in Iowa and Mis- 
souri which will be handled through 
the Des Moines branch, 





F IF TY PERCENT GAIN 
BUSINESS GROWTH IN KANSAS 


Figures Compiled by Travis Show 
Rapid Increase in Premiums, Four 
Year Comparison Being Given 


_ There has been almost a 50 percent 
increase m the premium receipts for 
new business written by life insurance 
companies in Kansas in the last fqur 
years. Frank I, Travis, superintendent 
of insurance, has just compiled a state- 
ment of the new business receipts of 
the life companies doing business in the 
State and it shows a jump from almost 
$13,000,000 in 1919 to over $17,000,000 
in 1921 and the same total is given 
for 1922 to bring the table up to the 
four year period. 

During the four years the total new 
business receipts for all companies was 
in excess of $65,170,528, as the prelim- 
inary reports of the Kansas companies 
all show increase over the total for 
1921. The Kansas companies alone re- 
ceived over $13,000,000 of this business 
while the companies located outside the 
state but admitted to write business re- 
ceived nearly $52,000,000. 

The following shows the life pre- 
mium receipts of all companies and the 
Kansas companies alone during each of 
the four years: 

Premiums in all companies: 





DOE wiceackiguekeocncnswi $12,979,663.00 
Be Suddnnnsecucactneaens 16,804,979.00 
i 6h6sttiessenetanennna 17,692,993.00 
1922 (Approximate) ..... 17,692,993.00 
PR uinvswctubenenne sd $65,170,528.00 
Premiums in Kansas companies: 
BE acwecscevewseeseese sc Bee 
DD <n666060000040«000060 3,038,312.00 
DE enadsntcseubdcdandnes 3,942,779.00 


3,942,779.00 
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Travelers Convention Plans 


Managers and general agents of the 
Travelers from all sections of the 
United States and Canada will hold a 
convention in Hartford Jan. 16-19, 

It is expected that more than 150 will 
attend. There will be morning and 
afternoon sessions daily in the new 
Travelers building and addresses by 
men expert in the insurance business. 

A banquet for the visiting managers 
and general agents will be held Thurs- 
day evening, Jan. 18, at the Hartford 
Club. Wednesday night basketball will 
be on the entertainment program with 
the two Travelers teams playing out- 
of-town teams in the assembly hal! of 
the new building. The men’s five will 
play the Home of New York, while the 
girls’ five will oppose the Chase Na- 
tional Bank girls of New York. 








Russell Agency Wins Cup 


Following the most spirited contest 
for its possession since the challenge 
cup of the Pacific Mutual Life was first 
offered as a prize to the company’s gen- 
eral agency field 15 years ago, the home 
office agency, of which John Newton 
Russell is manager, has won the tro- 
phy for the third time and thus gained 
permanent possession of the coveted 
prize. 

The Russell agency won it for the 
first time in 1914, and a second time in 
1921. Several other agencies had won 
it twice, among them being Tuscaloosa, 
Ala., Albuquerque, N. M., Fargo, N. D., 
and Atlanta, Ga. Last year October 
was the month selected for the struggle, 
but as it was based on paid-for busi- 
ness the final result could not be de- 
termined until the close of the 60-day 
period allowed to agencies for the pay- 
ment of net premiums. The winning 
agency showed October production of 
over $5,000,000, which broke all previous 
records. 
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Columbian 


National Life 
Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 











Columbian National 
Agents are in a position 
to offer the best forms of 


LIFE, ACCIDENT and 
HEALTH INSURANCE 


Policies backed by one 
of the strongest com- 
panies in the country, 
having ample capital, 
surplus and highest stand- 
ard of reserves. 











ACTUARIES 








ONALD F. CAMPBELL 


CONSULTING 
ACTUARY 
343 S. Dearborn St. 
Telephone Harrison 3364 


CHICAGO, ILL. 








L A. GLOVER & CO. 
e Consulting Actuaries 
‘e Insurance Accountants 
Statisticians 
29 South La Salle Street., Chicago 
Successors to Marcus Gunn, 
Consuling Actuar 








RANK J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bldg. 


INDIANAPOLIS 
Hubbell Bidg. DES MOINES, IOWA 








ULIAN C. HARVEY 
CONSULTING ACTUARY 


Chemical Building ST. LOUIS, MO. 








J. McCOMB 
. COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ees, etc., Calculated. Valuations and 
Examinations Made. Policies and all 
Lite Insurance Forms 
The Law of Insurance a 


t 
Colcord Bldg. OK city 








J H. NITCHIE 
° ACTUARY 
1523 Association Bldg. 19S. La Salle St. 
CHICAGO 


Telephone State 








REDERIC S. WITHINGTON 
F Consuutine Actuarr 


Tel. Walnat 3761 DES MOINES, IOWA 











OHN E. HIGDON) Actesries & Examiners 
Joun C. HIGDON { $9? Gates Buildins 


Kansas City, Me 


























ureka Life 


Insurance 


OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


J.C. MAGINNIS 
President 


J. BARRY MAHOOL 
Vice-President 


J.N. WARFIELD, Jr. 
Secretary-Treasurer 


DR. J. H. IGLEHART 
Medical Director 








“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES 2.7 side.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 








HOME LIFE INSURANCE Co. 
NEW YORK 


oi. WM. A. MARSHALL, President 
62nd Annual Report shows: 
Premiums received , Kad 


FORE WEB. ccccccces eecccocccece +. 96,990,50 
Payments to Policyholders and 

their aries in t 

Claims, Endowments, Dividends, 
Amount added to the Insurance — 
Reserve Funds...... secceccecceee 2,121,307 
Net Interest Income from Invest- 


(0a 608 in excess of the amount 
required to maintain the re- 
serve) 
Actual mortality experience 33.4% 
oe the amount expected. 
Surance in Force..........ssesees 116,887 
Admitted Assets ......... gecccces “ 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 


General 
Central and Southern and Nerthers 


Reeome 601-606 The Fourth Bank Bidg 
CINCINNATI, Oato n 
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WASTE IN AGENCY CHANGES 





That and Lapsation Called Greatest 
Problems of Business by 
Earl C. Wightman 





DETROIT, MICH., Jan. 9.—Listing 
turnover in selling forces and lapsation 
as the two greatest problems of the life 
insurance business, Earl C. Wightman, 
actuary of the Detroit Life, gave the 
Life Underwriters Association here at 
its last meeting some interesting figures 
as to the actual monetary loss from 
those two causes. Mr. Wightman was 
for some years a lecturer on the Uni- 
versity of Michigan staff, his specialty 
being the subject of insurance. Discus- 
sing the question of agency turnover 
he said: 

“J. M. Holcombe, Jr., of the Life In- 
surance Research Bureau, says there are 
200,000 men engaged in the sale of life 
insurance in this country and that one- 
third of this number abandon the busi- 
ness every year. In other words there 
is a turnover of 60,000 men annually. 

“Now, it costs $5 a man to equip with 
license, ratebook and canvassing litera- 
ture. That’s $300,000 a year. But that 
is not the only phase of the turnover 
problem. Advances and unsettled nets 
average $50 a man, and that theans a 
waste of $3,000,000 a year. Add to this 
a source of waste, impossible to com- 
pute, in the time spent on these men by 
executives, specials, stenographers, 
clerks, and in money spent on station- 
ery, postage and other overhead. 


Would Stagger King of Optimists 


“If a computation could be made of 
this part of the running expenses it 
would stagger the king of optimists. 

“And what of the time spent by these 
failures. Suppose we average their 
time at one month at an average 
monthly salary of $25. Here we have a 
waste of $6,000,000 annually. 

“Who pays for all this expense? So- 
ciety is concrete and all waste has to be 
borne by the entire body. Premiums 
must bear it but, in the last analysis, 
the expense must be borne by society. 


Bad Effect on Business 


“Unfortunately these failures, these 
sales lapses, these business backsliders, 
not only cause these millions of dollars 
actual waste but they undermine the 
respect and the confidence of the public. 
Ninety percent of the 60,000 scatter 
more misrepresentation than the 140,- 
000 can overcome. What do you think 
of a man representing a life insurance 
company telling one of his prospects the 
Equitable Life is a fraternity operating 
on the assessment basis? Doesn’t it 
humiliate you? The pity of it is that 
these fizzles and quitters are the direct 
cause of thousands of men going to 
their graves leaving helpless women and 
children without means. 


Suggestion as to Remedy 


“You ask me how I propose to rem- 
edy this condition. It is not an easy 
question to answer. Wiser men than I 
have tried to answer it. I can only sug- 
gest, and my suggestion is better meth- 
ods of selection of salesmen and ade- 
quate compensation for those selected 
and proved worthy. It has been argued 
that part-time men have much _ to 
answer for. Remember that many of 
our most successful producers started 
as part-time men and that many part- 
timers produce more than many whole- 
timers. 

“Something more is required to make 
a successful life man than a mere whim 
to sell insurance. This turnover prob- 
lem is curable. Non-producers being a 
liability rather than an asset, then a lia- 
bility of $1,000 charged against an 
agency for every salesman failing to 
produce $50,000 a year would bring 
about a cure in selection. 





“Lapsation, the second problem, is 





has attained. We have lost sight of its 
growing magnitude because we have ac- 
quired the habit. Over 3,000,000 life 
insurance policies are lapsed annually 
which, reduced to insurance, aggregates 
between $120,000,000-$140,000,000 a year, 
most of it on business less than three 
years old. This is surely a malignant 


growth. 
Too Much Pressure 


“This problem of lapsation may be 
due to several causes. There is undoubt- 
edly too much pressure being brought 
to bear on the prospects. They are be- 
ing sold more than they are educated to 
believe necessary. It may be better to 
sell $2,000 this year and $3,000 next year 
than $5,000 before the buyer is ready 
for it. 

“But the salesman is urged and 
urged, not merely to sell $5,000 but to 
sell $10,000. Hé is forced to hound his 
friends and his relatives. The policies 
are taken out and the companies are 
taken in. 

“Another percentage of lapsation is 
attributable to twisters, the loafers, 
sneakthieves, swindlers and parasites of 
the insurance business. 


Much Improper Selling 


_ “Still another cause is improper sell- 
ing. Too much is made of the loan fea- 
ture. The more loans the greater the 
lapse. The natural tendency of man is 
to drift. It is easier to make a loan on 
the policy than to surrender. And we 
cannot abolish the loan. Such a change 
would not receive legislative sanction, 
but we can refrain from making a sales 
argument of it. Just forget it when 
selling. If you are asked about loan 
value answer only in an emergency. 
Let us surround the loan with as much 
technical difficulty as possible. 

“Then when he needs money he'll 
want to surrender, you say. That’s the 
time to tell him about the loan privilege 
and so impress him it is really a loan 
and must be repaid that he’ll be glad 
to meet your requirement that it be 
paid in monthly installments.” 





Taylor Agency Makes Record 


The C. B. & H. M. Taylor agency of 
the Northwestern Mutual Life at Phila- 
delphia, Pa., reports a tremendous in- 
crease in new business during the past 
year. The agency wrote $5,696,794 in 
1922, an increase of $1,208,169 over the 
previous year or an increase of 27 per- 
cent. The monthly average of written 
business during the past year was $474,- 
733, which is practically the goal set 
at the beginning of the year. The agency 
has now established a goal of $500,000 
monthly paid for business during 1923. 
The Philadelphia agency leads al! other 
agencies of the company for the year 
1922 in increase in paid for business 
over 1921. Paul Esling is individual 
leader in paid for busness of the past 
year with a total of $326,500, William 
G. Bedford being leader in written busi- 
ness, with $500,300. : 





WAS UNIQUE MEETING 


OMAHA AGENCY CONVENTION 








H. O. Wilhelm, State Agent for North. 
western National Celebrates Achieve. 
ment of Great Record 





The detail of the production of a 
state agency is as a rule only of local 
interest, but the detail of the 1922 busi- 
ness of the H. O. Wilhelm Company 
state agency of Omaha for the North- 
western National Life of Minneapolis 
has in it a story that may well be 
studied by life insurance men gener- 


ally. 

The Wilhelm agency has just held its 
annual agents convention at Omaha. In 
six years this organization has been 
built up to second place of the com. 
pany’s agencies in point of production 


and paid for $7,341,092 in 1922. This 
is an increase of over three million 
over 1921. 
Was General Rally 
The convention to an extent took 


on the form of a general company con- 
vention as the progress made attracted 
general agents from other states to 
come and study the organization that 
had produced that volume. 
agents from other states there were 
present E. W. McNio, Cedar Rapids, 
Iowa; D. J. Connelly, Sioux City, Iowa; 
W. O. Clough, Sioux Falls, S. D.; C. J. 
Carrol, Dalls, S. D.; R. E. Pratt and 
G. M. Thomas, Des Moines, Iowa; 
Harry W. Blount, Chicago, IIL, and 
George L. Kessler of Witchita, Kans. 
Home office representatives of the com- 
pany present were: W. Rolla Wilson, 
2nd vice-president and 
of agents; Henry W. Cook, M. D., vice- 
president and medical director; J. 
Stewart Hale, actuary. 

The convention carried out a two- 
day program of addresses and discus- 
sions participated in by practically all 
of the organization and so planned to 
time as to include attendance on the 
lectures and sales talks of Barney Pear- 
son whose school of instruction was in 
session on these days. A dinner and 
a play “The Greatest Thing in the 
World,” written by H. G. Hewitt, gen- 
eral agent at Lincoln, and played by 
men and women of the organization, 
furnished the entertainment Monday 
evening. 


Starts Year With Rush 


Pan-American Life general agents at 
their annual convention in New Orleans 
last week presented Dr. E. G. Simmons, 
vice-president of the company, with ap- 
plications totalling $1,700,000. The 








Ot general | 


superintendent | 


surprise was engineered by C. D. Corey, | 


superintendent of agents, and the bust 
ness presented was all secured in Jan- 
uary. The total volume of new business 
for the first five days of January 
amounted to $2,300,000. 








AN OPPORTUNITY 


Large City General Agency Location: 
West territory for District Agency Work. 
Company favorably established. 


This is an opportunity for 


THE RIGHT MAN 


Give full details as to experience and general 
qualifications, which will be treated confidential. 


Address: Middle West C-70 
Care The National Underwriter 
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PLANS ARE COMPLETED | 


WILL HAVE A NEW BUILDING 





Great Republic Life Arranges to Erect 
Home Office Structure on Promi- 
nent Los Angeles Corner 





Plans have been completed for the 
construction of the Great Republic Life 
home office building at Eighth and 
Spring streets, Los Angeles, and it is 
expected that work on the_ structure 
will begin Feb. 1. The building will 
be of “Class A” construction, and will 
consist of 13 stories and basement. It 
will have a frontage of 50 feet on Spring 
street, 119 feet on Eighth, and 51 feet 
on Main, the building extending 
through the entire block on Eighth 
street. The Great Republic Life will 
occupy two floors and the remaining 
space has been largely reserved for 
bond and mortgage houses and oil com- 
panies, to whom the location in the 
heart of the new but well-established 
financial district of the city is very at- 
tractive. 

The Great Republic Life, which is 
one of the most conservative of the 
young companies, has just closed the 
best year in its history, with insurance 
in force in excess of $20,000,000, and 
during the new year it expects its field 
force to write and pay for new insur- 
ance at the rate of a million a month. 


New York University’s Course 


The first class in the life insurance 
training course at New York Univer- 
sity, consisting of over 60 students, be- 
gan work Oct. 1 and finished on Dec. 
16, the majority of the class having 
completed the work _ satisfactorily. 
Those who did not are working off their 
conditions. The figures for the total 
amount of new business submitted while 
the students were in school have just 
been checked, and it is found to be over 
$3,000,000. 

The second class began work Jan. 3 
with an enrollment of over 60 students. 
The spring term will open on Wednes- 
day, March 21. The total number of 
students in the spring term will be lim- 
ited to 67. 


Swink Leads Company 


Manager Swink of the Virginia terri- 
tory of the Atlantic Life was more than 
pleased at the total business which the 
Virginia agency put on the books of the 
company in 1922, although the amount did 
not quite reach the total recorded the pre- 
vious year. The total for 1922 was $8,- 
491,810 compared with $8,824,265 for 1921. 
Of that amount he wrote $1,500,000 per- 
sonally and in addition placed $1,100,000 
on the outside. His company still leads 
all others in paid-for business for the year 
in Virginia and of this he is especially 
proud. His force rounded out the year of 
Ly with a total of $1,353,638 for Decem- 
er. 


Declares Stock Dividend 


The American Life of Detroit has de- 
clared a stock dividend of 100 percent. 
This will give it capital of $200,000. The 
company has been in business 16 years. 
Its insurance in force is over $60.000,000. 
Its assets are over $7,000.000 and its in- 
come is now over $2,500,000. The net 
Increase in surplus account for 1922 
amounted to over 100 percent of the 
capital. 


Dexter to Be Honor Guest 


George T. Dexter, vice-president and 
avencv manager of the Mutual Life of 
New York, will be the guest of honor 
at the triennial banouet of the Chicago 
agency to he held Jan. 15. Manaver 
Darby A. Dav is preparing for a bie 
celebration. In December. the Chicago 
agency produced $5,278.829 of business. 
and for last year stands at the top of 





“The Friendly Company”’ 


OLUMBIA 


SY F 





CINCINNATI, OHIO 
Established 1902 


SUMNER M. CROSS 


PRESIDENT 


Attractive General Agency Offerings in 
Ohio, Indiana and Kentucky 











MUTUAL LIFE OF ILLINOIS 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 
An Old Line Legal Reserve Life Insurance Company 
A Company of Service 
Service to Policy Holders Service to Agents Service to the Public 
Operates under the Famous “Registration Act” which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 
Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 


A few good openings for good live producers in Illinois. Correspondence Invited. 


N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE, Vice-Pres. and Actuary DR. J. R. NEAL, Sec. 


H. B. HILL, President 














the list of Mutual Life agencies. 





THOMAS J. OWENS, President DR. ALBERT SEATON, Vice-President and Medical Director CLAUDE T. TUCK, Secretary 


CENTURY LIFE INSURANCE CO. inornapouts 
ey INDIANAPOLIS 
Capital, $200,000 NO ORGANIZATION EXPENSE Surplus, $100,000 
All of the stock is held by a few substantial business men Managed by men experienced and familiar with all de- 
of Indiana who believe in the ability of the management to partments of life insurance work. 
build a real life insurance company. 
e offer agents experienced management, superior policy contracts, 
choice territory. progressive field and home office methods and an 
old-fashioned general agency contract that means money. 
If yeu want to be affiliated with an institution that has real red blood in its veins—that has all the elements of growth and permanency — 


Tell us where you want to work 
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Rates Reduced 


Premium rates reduced 
September, 1920 

All leading forms of poli- 
cies written. 

Best of contracts to 
agents. 

TwogeneralAgenciesopen 
in Iowa. 

Write for information. 


LOUIS H. KOCH, President 


National American 


Life Insurance Co. 











The Accumulation Policy 


is a combination of insurance 

and investment in a new sense. 
Specimen Rate 

Age 35......$31.90 per $1000 

The continued payment of the 

rate creates increasing benefits 


each year. As a seller it has no 
competition. Write us about it. 


NATIONAL LIFE ASSOCIAT’N 
Des Moines, lowa 








THE PENN MUTUAL 


is national in the scope of its operations. 
It is individual in the service that it 
renders to its members and to its field 
representatives. 

Back of your independence it is ready to 
stand as an economic bulwark. 


The PENN MUTUAL 


Life Insurance Co. 
Independence Square _ Philadelphia 








FIDELITY LEAD SERVICE 


brings the agent into contact with inter- 
ested buyers of life insurance. Last year 
we distributed 47,604 direct leads—all in- 
terested prospects who had requested 
information. In 1921 this service, and 
Fidelity's original policy contracts, 
brought us within 74% of the unparal- 
leled new business result of 1920. 

Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $223,000,000. Faithfully serving 
insurers since 1878. 

A few agency openings for the right 


"FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, 
PHILADELPHIA 
Walter LeMar Talbot, President 











FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting 
booklet 
“Suggestions for Increasing 
. Your Income” 


and would be pleased to send a 
copy to every Life, Fire and 
Accident Agent in 


Ohio, Illinois and Kentucky 











TRAVELERS’ LEADER IN _ 1922 





J. D. Bookstaver Agency in New 
York Led General Offices for the 
Last Three Years 





NEW YORK, Jan. 10.—For three suc- 
cessive years the Joseph D. Bookstaver 
office of this city has the proud distinction 
of leading all general agencies of the 
Travelers the country over, in point of new 
paid-for life business; its record of writ- 
ing for 1922 being somewhat in excess of 
$15,000,000. While the production each 
month in the past year was substantial, it 
reached the remarkable figure of $3,671,- 
500 in December, despite all the distrac- 
tions incident to the holiday season. In 
the three years in which the Bookstaver 
Agency led the Travelers field in life in- 
surance production its writings aggregated 
over $43,000,000. All business is secured 
by staff members, neither Mr. Bookstaver 
nor his office lieutenants doing any solicit- 
ing. Instead their entire energies are de- 
voted to securing and intensively training 
agents. Help in closing cases is freely ac- 
corded: by special agents, for which service 
no charge is permitted, the entire com- 
mission going to the solicitors. 

Because of the service rendered, which 
is the acme of efficiency, Mr. Bookstaver 
has rallied to his staff a corps of loyal and 
enthusiastic workers. The Bookstaver 
agency was founded in 1911, during which 
year the aggregate writings were just 
$500,000. Prior to his present connection 
Mr. Bookstaver was one of the star 
solicitors for the New York Life. 


Man Hanged; Policy Must Be Paid 


The fact that a man is condemned to 
death and hanged for a heinous crime 
does not constitute grounds for a life 
insurance company refusing to pay his 
héirs the amount of policies carried on 
hig life. That was the holding of the 
supreme court of Texas in the case of 
American National vs. Mary Coats et 
al., beneficiaries of Rufus Coats, hanged 
at Forth Worth for the murder of a 
young girl. 

Coats carried two small industrial 
policies in the American National for 
$135 each. He was insured before he 
committed the crime. The premiums 
were regularly paid and paid in advance. 
The company contested payment on the 
ground that the public policy of Texas, 
that policy of protecting society against 
the existence of a murderer, vitiated the 
policies. 

The district court decided that the 
company must pay the policies, since 
they were regularly issued and the pre- 
miums regularly paid, and that the fact 
that Coats was tried, convicted, sen- 
tenced and executed by the state in no 
way affected his life insurance. That de- 
cision is now affirmed by the supreme 
court. 


Bankers Reserve’s Showing 


The Bankers Reserve Life of Omaha 
reports a very satisfactory year for 1922 
with paid for business probably a little 
in excess of 1921. E. C. Wills, agency 
supervisor, has just returned from an 
extended trip through the east and 
south, and is very pleased, not only with 
the company’s immediate prospects, but 
with the generally improved business 
conditions there, especially in the east. 
_ The company is starting out aggres- 
sively for increased agency representa- 
tion and increase in production all along 
the line in 1923, On Jan. 2 over $400,- 
000 new business came into the home 
office, making the largest single day’s 
business in the history of the comnany. 

The loving cup contest which closed 
with the old year aroused such inten- 
sive effort between two of the agencies 
of the company that each sent in over 
a half million of new business in De- 
cember. Winners cannot be announced 
vet. as the leaders are so close that final 
decision depends on rejectments and 
settlements. 

Work on the company’s new home 
office building is again heinge pushed 
after a delay caused by the failure in 
the delivery of steel. 





BIG GAIN FOR UNION CENTRAL 





Plan for Policyholder Directors Voted 
Down—Insurance in Force 
$898,000,000 





The annual meeting of the Union Cen- 
tral Life was held Monday, the old officers 
and directors being re-elected. President 
Sage announced that the total insurance 
now outstanding amounts to more than 
$898,000,000, a net gain of $66,000,000. The 
total income in 1922 exceeded $39,700,000. 

A proposal to place two policyholders 
on the board as representatives of the 
policyholders was tabled on the ground 
that the Ohio law makes no provision for 
such representation. The proposal, which 
was made by Attorney Robert D. Alcorn, 
representing a small block of stock, would 
lead, it was explained, to the eventual mu- 
tualization of the company. Mr. Alcorn 
has been in opposition to the majority 
stockholders in the company for some 
years and has been responsikle for one or 
more suits brought against the company 
in the past. 


Provident Mutual Convention 


The annual convention of general 
agents of the Provident Mutual Life 
opened at the home office Monday with 
about 50 present, representing all sec- 
tions of the country. It was the first 
convention under the company’s new 
name and the first at which the new 
manager of agencies, Franklin C. Morss, 
presided. 

The program consisted chiefly of 
round-table discussions of the following 
subjects: New Provident Mutual policy, 
general agents’ responsibility, long en- 
dowment policy, securing and selecting 
agents, helping new ‘agents through 
their first year, furnishing follow-up 
and withdrawin gleads, value of super- 
visors, how to best use Provident edu- 
cational course, best kind of canvassing 
literature, and canvassing with new 
agents vs. teaching them confidence by 
letting them go alone. 

Sessions end Thursday, when John 
Marshall Holcombe, business manager 
of the Bureau of Life Insurance Re- 
search, delivers an address on “Syste- 
matic Operation of an Agency.” 


Missouri State Enlarges Building 


The Missouri State Life has just 
awarded the contracts for the $750,000 
addition to its home office building, Fif- 
teenth street and Locust boulevard, St. 
Louis. The St. Louis city plan com- 
mission and board of public service 
recently approved an amendment to the 
city zoning ordinance to permit the en- 
largement of the office structure. 

The plans designed by Albert B. 
Groves, architect, called for five addi- 
tional stories on the front part of the 
building, which at present is seven 
stories in height, and ten additional 
floors on the rear structure, which is 
now but two stories. The p-esent home 
office building was designed when it 
was erected less ffan ten years ago to 
take care of the contemplated enlarge- 
ment, 

The Missouri State has been growing 
very rapidly and 1922 recorded the 
greatest year in the history of the 
company. 


Penn Mutual’s New Trustees 


Two new trustees were elected New 
Year’s Day at the annual meeting of the 
Penn Mutual Life and seven others 
were reelected to serve for three years. 
The new trustees are Adolph G. Rosen- 
garten, of Powers-Weightman-Rosen- 
garten Co., chemical manufacturers of 
this citv. and William Woodward, presi- 
dent, Hanover National sank, New 
York City. They succeed James But- 
terworth, deceased, and W. Heyward 
Mvers, resigned. 

William Cameron Sproul of Chester, 
Pa., who last week was reelected to the 
board of trustees of the Penn Mntual, 
will end his term as goverror of Penn- 
svlvania mext Tuesday, when Gifford 
Pinchot is inaugurated. 





STATE LIFE HAD BIG YEAR 





Des Moines Company Has Convention 
of Agents at Home Office to Cele- 
brate December Record 





The December production of the State 
Life of lowa was th.: largest in the his. 
tory of the company, new business 
written during the month being $1,659, 
000,$1,074,000 of this being written in 
Iowa. December was set aside as “D, 
H. McKee Month” in honor of Mr. 
McKee, who is a director of the com. 
pany, and was also the closing month 
of a special] three months “Stockholders’ 
Campaign.” Special mention was given 
to the Hoff Bros. Agency and Ted 
Arthony for the record they made dur. 
ing the month. F, L. Tucker, northern 
manager, in charge of the Minnesota 
agency, was third in the contest. Roy 
Williams won the grand prize for per- 
sonal production. The agency organiza. 
tion under the direction of William 
Koch, field manager, and Ted Anthony, 
field supervisor, have planned a cam. 
paign for 1923, with $18,000,000 as a 


goal. The State Life reports a success. | 


ful year during 1922, its paid for busi- 
ness being $31,000,000, nearly twice its 
total for 1921. Agents from Iowa, Min- 
nesota, South Dakota, Nebraska and 
Kansas attended a convention at the 
home office in Des Moines this week 
in celebration of the December record. 





Estimate on Wisconsin Business 


Estimates that $150,000,000 in life 


insurance was written in Wisconsin in | 


1922 have been made by C. E. Timbers, 
deputy insurance commissioner of that 
state. Records in the offices of the 
Wisconsin department show that $138- 
000,000 of life insurance was written in 
this state in 1921, against about $200- 
000,000 in 1920, the banner life insurance 
year. In the opinion of Mr. Timbers 
the field in Wisconsin is not being fully 
covered and there is room for at least 
50 more life companies in this state. 


“Due to the fact that a large number J 
ot companies withdrew from the state | 
in 1907, following enactment of legisla: J 
tion which would have required these J 


companies to issue policies that would 


have conflicted with the laws of othe | 


states, Wisconsin has nearly the lowest 
per capita of life insurance in force in 
the United States,” said Mr. Timbers. 
“In later years the Wisconsin laws were 
corrected, largely through the efforts of 
M. J. Cleary, then insurance commis- 
sioner, and the companies are gradually 
returning to this state.” : 





Authorize Capital Increase 


The board of directors of the Kansas 
City Life met in the home offices Jan. § 
following a meeting of the stockholders 
There is one new member of the board, 
John A. Butler, who is president of the 
Butler Motor Co., distributors of Dodge 
cars in this district. He succeeds J. M. 
Smith, resigned. The increase of capital 
stock from $200,000 to $500,000 was av- 
thorized at the meeting of stockholders. 





Set Mississippi Tax Case 


The Mississippi supreme court has set 
the first week in February for arguments 
in the appeal taken by the city of Jack- 
son against the Lamar Life, involving 
an effort to collect certain taxes claimed 
to be illegal under the act passed by the 
last legislature exempting domestic in- 
surance concerns from taxation for a pe- 
riod of five years. 

The contention of the city is that the 
Lamar Life was organized several years 
before passage of the legislative act and 
that the legislature really meant to en- 
courage the organization of new com- 
panies by adoption of such a law, in 
view of the general demoralization of 
insurance conditions in the state follow- 
ing the “outlawing” of a large number 
of the older fire companies by the anti- 
trust suit. 

In the lower court, Judge Potter held 
for the Mississippi Fire, the Bankers & 
Merchants Fire and the Lamar Life. 
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questionnaire sent out by Tue 

NATIONAL USDERWRITER to il 
life insurance companies in America, 
the questions being subjoined, in con- 
nection with the company practice on 
the handling of first and second year 
premium notes, are as follows: 

Alabama National: 1. We do not ac- 
cept first year notes. 

4. Our agents personally carry the 
notes for first year premiums but we 
will permit an adjustment on basis of 
term insurance on legal surrender of 


the policy if the note is found uncol- 
lectable. We usually will cancel the 
policy within 60 days upon payment 


of only the medical fee but after 60 
days we charge term insurance and the 


medical fee. 
5. We accept second year premium 


notes requiring that approximately one- 
fourth of the annual premium be paid 
in cash. 

7. Our note provides for cancellation 
of the policy prior to end of the policy 
year if note is not paid when due. 

* * * 

Capitol, Col.: 1. No. 4, Yes. 5. 
Yes, subject to term rate in cash for the 
period represented by the note. The 
agent has no responsibility in such set- 
tlement. 6. No. 7. Yes. 

*x* * * 

Maryland Assurance: This corporation 
has, thus far, not accepted premium 
notes, nor granted an extension in the 
time for the payment of any particular 
premium beyond the grace period. 

We have, recently however, introduced 
a system of premium extension. 

*x* * * 

Midwest, Neb.: 1. The company does 

not accept first year premium notes, but 


the agents do. In some instances the 
agents turn these notes over to us as 
collateral to any advance we may have 
made them. 


2. Whenever an agent sends in a pol- 
icy for cancellation before the end of 
the first year, the company charges him 
with the short term rate plus the med- 
ical examination fee of $5. 

5. We accept second year notes and 
only in rare instances do we require the 
agent to secure them in any manner. 

6. We sometimes accept second year 
notes for the full premium but in all 
such cases we make the note due in 
three or six months. In exceptional 
nine months. 

7. Yes, our premium 
for cancellation of the 
the end of the policy 
to pay the note. 

*x* * * 


cases, 
7 note 
policy 
year on 


provides 
prior to 
failure 


Minnesota Mutual: 1. We do not 
accept first premium notes for all, or 
any part of the first premium. Settle- 
ment must be made to the company by 
the: general agent in cash. If he takes 
notes for first premiums, it is done en- 
tirely at his risk. 

4. Within 90 days from the date the 
policy is mailed to the general agent, 
the company will accept policies for 


cancellation upon payment of a cancella- 


tion fee of $5 and the short term rate 
for the period in which the policy has 
been in the hands of the insured. 


5. The company does not accept com- 


mercial notes in any form for any re- 
newal premiums, but does accept for 
second year premiums, a note which 


provides for an extension of part of the 
premium under certain conditions. We 
call this our “Blue Note.” Cash required 
with these blue notes’ must be at least 
equal to the short term for the period 
f extension granted by the note (usu- 
Ally 90 days to six months). 
7. The company uses two 
hotes, one ovr “Blue Note” form which 
is used primarily for second year pre- 
miums but can be used for subsequent 
remiums, and our “Yellow Note” 
which is accepted by the company in 
ettlement of renewal premiums, pro- 
rided the note with interest to maturity 
S not in excess of the cash surrender 
alue of the policy. Both of these notes 
srovide for cancellation of the policy 
we ~oat raid on or before its 
ue date, except that the “Yellow Note” 
' <A.c.ued upon payment of in- 
erest. provided subsequent premiums 
kre paid. 


forms of 


“ata Io 


x * * 


Missouri State: 1. ° We do not ac- 


ept first year notes in payment of pre- 


\ DDITIONAL answers to the | miums, though we may in exceptional 








advance an 
As stated, 


cases 
notes. 


such 
ex- 


agent against 
this would be an 


ception rather than our practice. 
2. Where advances are made against 
such notes they are taken with the 


agent’s endorsement and he is fully re- | 


sponsible to the company. 

3. The company will accept 
policies upon proper release, 
ment of the medical, 
and earned term rate. 

5, 6 and 7. We accept two 
notes in payment of renewal 
One note is given for an amount 
exceed the maximum loan value of the 
policy, and the policy does not lapse 
for non-payment of this note, in view of 
the fact that in case it is not paid, it 
is charged as a lien against the policy. 
The other form of note in use is where 
the policyholder must make a payment 
on his premium, and a note is then given 
for the balance, and the policy will lapse 
for non-payment of this note unless the 
policy provides for what is known as 
the automatic premium loan privilege, 
and provided further that there is a suf- 


return of 
upon pay- 
inspection fees 


kinds of 
premiums. 
not to 


ficient cash value to cover the amount 
of the unpaid note. 
* * * 
Montana Life: 1. This company does 
not accept first year premium notes. 
3. At time of issue the net on the 
first premium is charged to the agent, 





cost thereunder. If the note is not paid | 
when due the policy thereupon reverts 
to the same status as at the beginning 
of th term of extension and any cash 


payment thereon is held by the company 
to cover the cost of insurance and of 
the privilege of extension. 

If there is a sufficient loan 
cover the premium we use a 
lien note which is in effect a policy loan 
agreement but does not require the de 
posit of the policy It is payable at a 
fixed date, but if not paid, is merely 
carried as a lien against the policy just 
iike any other policy loan 

In the case of both of these renewal 
notes, we endeavor to collect as much 
cash as possible from the insured to 
apply towards the premium taking the 
note for the balance. 


value to 
premium 


* aK * 
Mutual Life, N. ¥.: The Mutual Life 
does not accept premium notes either 
first year or renewal. The agents, of 
course, occasionally accept notes as a 
convenience to the applicant, but settle- 
ment with the company must be made 
in cash, 
*x* * * 

National, Vt.: The National 
accept first year premium notes, 

A. policyholder who pays premiums in 
advance to the end of the third policy 
year may obtain during the second. year 


does not 


a loan based upon the discounted third 
year surrender value, 

The company does not accept second 
year notes unless provision is made for 
continuation of the insurance for at 
least three years, 

Our premium note form does not pro- 


| QUESTIONS ASKED OF COMPANIES 


1. Do you accept first year premium notes? 


or for what part of the premium? 


If so, for the full premium 


2. If you accept first year premium notes, do you require the agent 
| to guarantee them in full, less commission or do you require him only to 
| pay cost of carrying the risk for the full year or while the policy is in 


force? 


found to be non-collectible? 





| for the first year notes, if at all? 


5. Do you accept second year notes? 
| secure second year notes in the same manner as you have described above 


3. If you permit the agent to guarantee only term insurance, do you 
require a minimum charge of $5, or do you make any other requirement? 
4.: If you do not accept first year premium notes and the agent per- 
scnally accepts them, will you permit an adjustment with him on the basis 
of term insurance, on legal surrender of the policy, after the note has been 


Do you require the agent to 


6. Do you accept second year notes up to an amount secured by the 


second year reserve, or up to an amount secured by the second year cash 


value? 
_ 


Does your premium note form provide for cancellation of the 


policy prior to the end of the policy year on failure to pay the note? 


unless re- 
application. 


which we expect 
mittance accompanies the 

In case of non-delivery, the entry is, of 
course, reversed and the minimum charge 


him to pay 


depends on circumstances. If the non- 
delivery is based solely on the agent's 
decision that the note is not collectible, 
the minimum charge is $5, plus short 
term insurance. 


5. Second ,year notes are accepted 
only on so-called blue note form, accom- 
panied by sufficient cash to cover term 
insurance duiing currency of note. 

6. No. 

7. “Our premium notes” (not first year 
note taken by agent) provide for can- 
cellation of policy on failure to pay note 


on or before .maturity. 
* * * 
' 
Mutual Life, Hl: On first year pre- 
miums we accept a judgment note if 


submitted by the agent but according to 


the term of our agents’ contracts if the 
note proves uncollectible the agent is 
charged with term insurance for the 
length of time the policy is in force 
and the medical and registration fees. 
If during the first year it is decided 
that the note is uncollectible and the 
agent is able to get a valid surrender 
of the policy, then he is only charged 
with the term insurance to the time of 
surrender. If such a surrender is not 
obtained, ther policy has to be carried 
in force for the full year and the agent 
is then charged for the full term. 

We have two forms of renewal notes, 
one of which is a premium extension 
note which merely in effect is used 


where there isd not a sufficient loan value 
in the policy td cover the premium. 
The insured,, however, must make a 
sufficient cash payment to cover the cost 


of insurance for the period the note 
is to run. The agent is not held re- 
sponsible for these notes or for any 





vide for cancellation of the policy prior 
to the date to which the premium has 
been settled, 

4 

National Fidelity, Ia.: 1 We do not 
accept first year premium notes 

4 The agent accepts notes person- 
ally, but we will permit, within reason- 
able length of time, an adjustment on 
the basis of term insurance on legal 
surrender of the policy after the note 
has been found non-collectable. 

5 We do not accept second year 
notes We have a form of extension 
agreement which we take from the in- 
sured direct. The agent has nothing 
to do with the second year premium 
We try to collect from the insured cash, 
equivalent to a short term rate for the 


period of the extension. 


7. Our extension agreement accepted 
for second year premium provides for 
cancellation of the policy prior to the 
end of the policy year for failure to 
comply with the terms of the extension 
agreement 

* 

New York Life: 1, 2. 3 and 4. The 
company does not accept notes for first 
year’s premiums. 

5 and 6 Our policies on the 10, 15 


and 20 year endowment plans contain 
a provision for a cash value at the end 
of the second year, and on such policies 
we accept lien notes in part or full 
payment of the second year's premium, 
provided the amount of such note does 
not exceed the cash value stated in the 
policy. On all other plans of insurance 


the non-forfeiture guarantees begin at 
the end of the third year, and on such 
policies we do not accept notes in pay- 


ment of second year’s premiums. 
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New World, Wash.: 1. The 
does not accept first year premium notes 
direct, but permits agents to accept 
them providing they guarantee full pay- 
ment. 

2 AS stated above 
mium note must be 

3. In these 


company 


the first year 
guaranteed in full. 
the agent must, as 
above, guarantee full payment of note 
and the company makes an adjustment 
with the policyholder in regard to the 
charge for insurance protection during 
the life of the policy. This also covers 
number four. 

5 The company will accept 

notes but the agent is not 

transaction in anyway. 

6 The company accepts second year 
notes up to the amount of the second 
year reserve. Frequently notes are taken 
with cash sufficient to cover term in- 
surance for the length of time the ex- 
tension covers, 

7. Our renewal premium 
vides for cancellation of the policy if 
the note is not paid on or before the 
due date unless there is sufficient value 

policy to carry the insurance 


pre- 


cases, 


second 
involved 


note pro- 


in the 
further. 
* * * 

North American, Toronto: In Canada 
we do accept notes for first year and re- 
newal premiums and also in some of the 
states of the Union where we are doing 


business. Taking up in order the ques- 
tions as they appear in your letter, we 
have to state as follows: 

1 We do accept notes, but require a 
cash payment to cover the cost of in- 
surance during the currency of the note, 
with a premium cash payment of $5.00. 

2. The agent is not required to guar- 
antee payment 

: A minimum cash payment of $5.00 
is required as stated in question one. 

5. Our practice for second year notes 
is the same as for first year. 

7 There is no provision in the note 
for cancellation of the policy. This is 
covered by a clause in the policy itself. 

This in brief is our practice with 
regard to the acceptance of notes and 
perhaps it should be added that our rule 
is not to accept notes under term pol- 
icles and in two of the states where 
we are doing business we refuse to 
accept notes at all. 

x* * * 

North American, Ill: We do not ac- 
cept any first year premium notes, but 
we do accept notes in payment of sec- 


ond year premiums on policies of $15,000 


or less. These second year premium 
notes are a direct contract between the 
company and the insured, and conse 
quently the agent does not guarantee 
them We will accept one-quarter of 
the annual premium in cash and will 
take a note for six months for the bal- 
ance at 6 percent. At the end of six 
months the insured can pay one-third 
of the note and we will take a new 
note for three months At the due date 
of this note the insured can pay one- 
half of it and give us a note for the 
balance for one month. On semi-annual 
premium, the insured must pay one- 
quarter in cash and we will take a note 
for three months When this note is 
due he can pay one-third and we will 
extend his note for 50 days. On quar- 
terly premiums, the insured can pay 
one -fourth of the premium and we will 
tnke his note for the balance for 50 
days Our premium notes provide that 
if ‘they are not paid, the policy lapses, 
x * * 

North Carolina Mutual: 1. We do 
not encourage first year pre mium notes, 
and in all cases, we require a cash sum 
sufficient to cover reserve and cost of 


issue of the policy. 

2 We do not require the 
wuarantee first year premium 
require him to 


agent to 
notes in 
pay 


full, neither do we 
the cost of carrying the risk for the 
full year or while the policy is in force. 
3 "We require a $5.00 deposit to be 
sent to home office with each applica- 
tion to guarantee expense of medical 
examination and cost of issue. 
4. In cases where the agent accepts 
first year premium notes, personally, 


we permit an adjustment with him on 
legal surrender of the policy, if the note 
has been found to be non-collectable. 

5. We accept second year premium 
with no guarantee on the part of 


notes 
the agent. 

6 We accept. second year premium 
notes up to an amount secured by the 
second year cash value. 

7. Our premium notes provide for 
eancellation of a policy if note is not 
paid when due. 

x * * 
Occidental, Cal: 1. No. 2. Agent 


is responsible for net unless policy re- 
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turned not taken out within 60 days. 

3. In exceptional cases policies may 
be returned after 60 days by payment 
of short term rate and medical fee. 

5. No. Only “Extension Agreement” 
where part cash is paid or policy loan 
where reserve is sufficient. 

7. Have no premium note form. 

*x* * * 

Oregon Life, Ore.: 1. First year pre- 
mium notes accepted for all or part of 
premium, 

2. Agents required to guarantee pre- 
mium notes in full. If policy is sub- 
sequently cancelled out the examination 
fee, short term rate and other costs 
charged agent. 

3. Agent guarantees full net premium 
unless cancelled out on short term rates. 

5. Yes. No. 

6. No cash value until end of third 
year. Notes taken for second year pre- 
miums must be accompanied by term 
rate in cash for length of time note 
runs or term rate must be guaranteed 
by agent. 

7. Yes. 

x * * 

Pacific Mutual, Cal.: 1. The company 
accepts cash only for first year pre- 
miums; if a note is taken it is solely at 
the agent’s risk. 

2. We require the agent to pay the 
full net premium in cash. 

4. If the agent is unable to collect 
from the policyholder and returns the 
policy within 60 days we make no charge 
excepting for the medical fee. If the 
policy is returned at a later date and 
it is shown that the company has not 
been at risk we make an arbitrary 
“noncompliance” charge in addition to 
the medical fee. This noncompliance 
fee is not based upon term insurance but 
is an inducement to the agent to 
promptly return unpaid policies. 

If the policy is returned after 60 days 
and has been in force, we require the 
agent to pay net term insurance for 
the period outstanding including the 
first 60 days, and medical fee. Where 
the amount of such charge is out of 
proportion to the amount of the net 
premium that the agent would otherwise 
be responsible for we reduce the term 
charge arbitrarily, so as to always hold 
out inducement to the agent to return 
unpaid policies for cancellation. 

5. We accept premium loan notes on 
the company’s behalf only when the 
principal ard interest are fully pro- 
tected by reserve.. Since our policies 
provide for surrender value only at the 
end of three years we do not grant 
premium loan notes in the second policy 
year. In lieu thereof we issue grace 
extension and collect sufficient in cash 
to pay at least as much as earned term 
insurance for the period of extension. 
If the extended portion of the premium 
is not paid on the extension due date, 
the policy lapses as of original premium 
due date. The maximum extension is 
two months on quarterly premium, four 
months on semi-annual premium, and 
ten months on annual premium. 

7. Since we issue premium loan notes 
only when wholly protected by reserve, 
we consider the premium fully paid, and 
reserve values accrue accordingly. 

x * * 

Philadelphia Life: 1. The company 
accepts first year premium notes for all 
or part of the premium. The ‘notes are 
of two kinds, personal notes and com- 
pany’s form of extension notes. 

2. On a personal note the agent is 
liable for premium less commission or 
for term insurance for the time the 
policy is in force. 

On company‘s form of extension note 
the agent is not liable, but in these 
eases the company requires a pro-rata 
portion of the premium to be paid in or- 
der for the note to be acceptable. 

3. There is no minimum charge to 
the agent. 

4. Yes, if circumstances warrant. 

5. The company accepts second year 
notes on company’s form, with cancella- 
tion clause, but does not accept per- 
sonal notes. It requires a pro-rata por- 
tion of the premium or a loaded term 
insurance premium to be paid for the 
time of the extension. 

7. The form of premium note does 
provide for cancellation of the policy 
prior to the end of the policy year on 
failure to pay the note when due. In 
Ohio notes are not acceptable contain- 
ing the cancellation clause. 

*x* * * 

Prairie, Neb.: 1. We do not accept 
first year premium notes. 

2. The custom was in -vogue but was 
discontinued about a year ago. When 
practiced the agent was required to 
guarantee them in so far as the nets 
due the company were concerned. 

4. Yes. 





5. Second year notes accepted for 
such part of the premium as the time 
of the note sustains to one year. 

7. Yes. 

* * x 

Postal, N. Y.: The Postal is a non- 
agency company; accordingly the greater 
part of the questions do not apply to us. 

In reply to question 1: All Postal 
policies provide for the payment of an- 
nual, semi-annual, quarterly or monthly 
premiums or any combination of these; 
hence we do not accept first year pre- 
mium notes. 

In reply to question 5: For the same 
reason we do not accept second year 
notes. In fact we accept no notes what- 
ever on the Postal “direct” business be- 
cause of the optional premium privilege. 
Inasmuch as the automatic loan privi- 
lege obtains during the third year, no 
notes are necessary then. 

* * x 

Puritan, R. I.s The company does 
not accept anything except cash for 
settlements of any first or subsequent 
premiums. 

*x* * * 

Register, Ia.: 1. The company does 
not accept first year premium notes. 
We charge the agent with the net on 
the policy, and the acceptance of a 
note = between him and the applicant. 

0, 

5. Company accepts second year 
notes. The agent is not bound by a 
second year note. 

6. The company assumes the full 
risk for second year notes. 

7. No. 

> + * 

Southern L. & T., N. C.: 1. We do ac- 
cept first year premium notes through 
our branch office agents, but not at all 
from general agents. In branch offices 
We accept them for the full amount of 
the premium. 

2. The agent guarantees the note for 
the gross premium less commission, if 
the policy stays in force a full year. 
If the policy is cancelled during the first 
year, the agent pays interim insurance 
plus a cancellation fee of $5.00. 
¢ 4. We allow cancellation of the pol- 
icy by payment of interim insurance 
and a cancellation fee upon legal sur- 
render of the policy. 

5. We do not accept second year 
notes. 

6. We have no cash value at the end 
of the second year, but we do accept 
notes for the third and succeeding pre- 
miums to an amount secured by the 
cash value. 

7. For renewal premiums, the note 
form provides for cancellation of the 
policy only at the end of the policy year 
because the note is of such amount that 
it can be paid by the surrender value. 
For first year notes, the agent usually 
takes the commercial form note, and if 
the agent then wants the policy can- 
celed, he must get the policy and a re- 
lease properly signed. 

*x* * x* 


Sun Life, Canada: First year pre- 
mium notes—these are accepted for the 
full premium or any part thereof. Note 
must be on company’s form and must 
not be for a longer period than three 
months and if not paid when due policy 
is immediately canceled. If no part of 
premium is paid in cash and Policy ig 
not placed agent is required to pay a 
not taken fee of $5. 

Second year premium notes—In these 
cases a cash payment of at least 25 
percent of second year’s premium is re- 
quired. Note for balance of premium 
must be for not more than three months 
and must be on company’s form. If note 
net paid on maturity policy is cancelled. 

* * x* 

Travelers: The Travelers does not ac- 
cept first year premium notes in con- 
nection with its life insurance. This 
answers paragraphs 1, 2 and 3 of your 
letter. 

As to paragraph 4, if an agent desires 
to invest his own funds by loaning them 
to policyholders for the purpose of pay- 
ing their premiums, we consider it a 
personal matter between the agent and 
the policyholder and one in which the 
company is not directly interested. 

As to paragraphs 5, 6 and 7, we accept 
in lieu of cash payment of renewal pre- 
miums, premium extension notes which 
provide in the case of an annual pre- 
mium for the payment of one-third in 
cash, the note to run for four months 
with the privilege of extending one- 
half the note for an additional four 
months. In the event of failure on the 
part of the insured to meet this obli- 
gation the values obtainable under the 
contract are those which are provided 





for the lapse of the contract as of the 

preceding anniversary with pro rata 

allowance for any part of the premium 

paid for the current contract year. 
.-2 @ 

Union Central: 1—We accept notes 
for full first year premiums. 

2—He must pay the cost of carrying 
the risk while the policy is in force. 

3—We have a minimum charge of 
$5.00 and interest in every case. 

4—Yes, but not less than $5.00 and 
interest. 

5—Yes, and we charge the agent term 
insurance as in the case of first year 
notes, though the term is figured on a 
somewhat different basis. 

6—Cash value. 

7—No. 

*x* * * 

United Fidelity, Texas: 1, Only on 
business written by an officer or agency 
supervisor. Agents take notes at their 
own risk. 

2. Full guarantee, but rarely accepted, 

4. No. 

5. Yes. Agents have no authority to 
take renewal premium notes. 

6. Depends on many things. First, 
try to accept note secured by reserve, 
then cash for at least term insurance 
for time note is to run, but full note is 
often taken for short periods, and for 
farmers if premium does not come due 
in fall. 

7. Yes. 

*x * x 

West Coast, Cal.: 1. The company does 
not accept first year premium notes. 

2. Agent is required to settle the net 
in sixty days or such extension of time 
as is given on application. 

3. One and two cover this question. 

4. If a policy has been in force, we 
allow the agent to return policy for 
cancellation on signature by the insured 
on the attached form and payment of 
medical and inspection fees and short 
term rate for the time elapsed between 
the date the policy went into force and 
the date returned for cancellation. In 
this connection we issue binding receipts 
so that when a note is taken the policy 
is in force from date of approval at 
the home office. 

5. We do not accept second year 
notes. If such are taken, they are taken 
on the agent’s own responsibility and 
we must have payment of all premiums 
after the first in cash prior to expira- 
tion of the days of grace. We, of course, 
allow policies to be reinstated after that 
time on furnishing (1) certificate of 
health, thirty days after days of grace, 
(2) short form medical, sixty days after 
days of grace. 

6. We do not accept second year 
notes and we do not grant values at the 
end of the second year but only at the 
end of the third year. 

x * * 

American Bankers, Chicago, Ill.: 1, 2 
and 3. No. 

4. We have no special rule regarding 
this, but where we are satisfied the 
agent has used ordinary precautions 
and has accepted such note in good 
faith we not only allow but suggest 
settlement on the lines indicated. 

5. Yes, but charge insured interim 
premium and handle as premium exten- 
sion. We do not deliver premium re- 
ceipt until full premium is paid. 

6. Yes. 

7. Yes, subject to non-forfeiture pro- 
visions. 





Mutual Trust’s Contest 


The Mutual Trust Life has already 
announced tentative plans for a great 
convention to be held at the home offices 
in Chicago in celebration of passing the 
$100,000,000 mark in insurance in force, 
as it is planned to achieve that record 
early in the year 1924. The exact date 
has not been set as yet, but the allot- 
ments for 1923 have been arranged 
with a view of reaching the $100,000 
mark at the’close of this year. The 
greatest rally ever held by the company 
is being arranged and the agents are 
being urged to cooperate in attaining 
the goal, with special features to assist 
in setting persona! goals. For those 
writing $250,000 the company will pay 
all expenses of both the agent and his 
wife. The special awards are then 
graded down, until the writer of $50,000 
is given full railroad fare only one 
way. : 

The company has also announced that 
it will grant a free trip to the Chicago 
convention of the Nationa! Association 
of Life Underwriters Sept. 5-7, for one 
agent for each $1,000,000 or fraction 





written by each state. The arrange. 
ments based on the annual allotments 
will call for a delegation of 35 agents 
from all parts of the country, with an 
additional promise of one agent from 
each state that exceeds its allotment, 
thus making a possible delegation of 
49. The delegation wi!l be made of 
the leading producers, taken in order 
of production totals in each state. 


Death Rate Increased 


An increase in the death rate in New 
York City is shown in the report just 
made public by Health Commissioner 
Dr. Royal S. Copeland based on fig. 
ures compiled by Dr. Guilioy, registrar 
of records of the health department, 
During 1922 there were 69,689 deaths, 
making a rate of 11.93 per 1,000 popu. 
lation compared with 64,257 deaths and 
a rate of 11.17 in the year 1921, This 
makes an increase in the number of 
deaths of 5,432 and an increase in the 
rate of .76, which is an increase of 
4,438 deaths on the basis of proportional 
population. The greatest increase is 
reported in respiratory diseases, pneu 
monia alone showing 8,794 deaths, com- 
pared with 6,577 in 1921, an increase of 
2,317. Organic heart disease caused 
13,355 deaths, compared with 12,005 in 
1921. Cancer showed a slight increase, 
1922 death total being 5,944, compared 
with 5,573 in 1921. Deaths from acci- 
dental causes showed but a slight in- 
crease, the 1922 figure being 3,672 com- 
pared with 3,483 in 1921, ; 








Plan to Extend Territory 


Edward J. McCormack and Levi Joy, 
Jr., formerly district managers of the 
Mutual Life of New York, who are 
now general agents of the Minnesota 
Mutual Life at Memphis, covering west 
Tennessee, are planning at an early date 
to extend their activities into the Ar 
kansas and Mississippi territory sur- 
rounding Memphis. 

Joy & McCormack have been repre- 
senting the Minnesota Mutual for three 
months and have either made or ex- 
ceeded their quota each of the three. 
They plan to build a real agency at 
Memphis. Practically all of their busi- 
ness is sold through the “briefing” 
method which they find gives the pros- 
pect a tangible proposition to decide 
upon. 


Plan to Reduce Loans 
Secretary Robert D. Lay of the Ne 
tional Life U. S. A. is very much gratr 
fied with an experiment that the com- 
pany has been trying in order to get 
payments made on policy loans. A 
series of letters is sent out to a policy- 
holder calling attention to the effect of 
a loan on the policy and the desirability 
of lifting or reducing mortgage. It i 
suggested that a certain amount be set 
aside every month and used to repay the 
loan. Secretary Lay says that this plat 
has met with very great success. It 8 
now carried on systematically and ex 
cellent returns are secured. The poit 
is made that however small the pay- 
ments some systematic plan should 
inaugurated to pay off the loan. 


Farmers Union Mutual’s Plans 
The Farmers Union Mutual Life held 
a session in Des Moines last week 4 
decided to make an intensive campaig® 
for business in Iowa. The meeting wa 
held in the office of the superintendent 
of agents, O. A. Giltner, and at t 
Hotel Fort Des Moines. Milo Rend 
president of the Farmers Union, wa 
present and other speakers were W. 
Houck, secretary; Paul Moore, vice 
president, and M. C. Brink of St. Paul. 
The company was licensed to write lift 
insurance on a legal reserve basis @ 
October. The officers say they 
average $1,000,000 a month in 1923. 


Has Moved to New York 
The Life Insurance Sales Resea 
Bureau of which John Marshall 
combe, Jr., is manager, has now mo 
its office to 50 East 42nd street, New 
York. It has been in Pittsburgh, 
cated with the Carnegie Institute. 



























































































































































































